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Sell Long Lake Lumber 





Choice stock, Kiln- 
Dried in Moore Cross- 
Circulation Kilns. 
Mixed Cars of Frames, 
Package and Lineal 
Trim, Lath, Mouldings, 
Cut Stock. Modern 
mills, up-to-date equip- 
ment, expert workers— 
all combine for super- 
quality production. 


“This is the Frame 
Wo Recommend and Sell”’ 


) 


SO SAYS MANY 
A DEALER 
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Weathertite Frames 
of Super-Quality... 
Meeting Highest 
Building Standards 


Get acquainted with Spokane Pine 
Frames, Mr. Dealer, and you, too, will 
recommend them. As one dealer said, 
“the material is of the finest grade and 
the workmanship is PRECISION IT- 
SELF.” Made of kiln-dried Idaho White 
Pine or kiln-dried Ponderosa Pine. Cut- 
ting and milling are done on precision 
machines of latest type. Every frame, 
when set up, is SQUARE. Strong, firm, 
weathertite, snug-fitting in every joint, 
they well deserve their fame as finest 
frames. Made in standard and to spe- 
cial detail. 














Micrometric measurement of 
wood blocks during typical 


moisture test in Laboratory. 





but thats 
not enough! 


What matters to you is your 
customers’ satisfaction. Tens of 
thousands of windows and 
doors, protected by WOODLIFE 
during the last five years or 
more, have proved the treat- 
ment’s effectiveness. 


Protection Products Mfg. Co. 


Mfrs. of PRESERVATIVE SOLUTIONS for 
Research Laboratory and Plant KALAMAZOO, 






Years 








Medford 


The Name to remember 
when you're needing “ 


Western i 


PINES 
and FIRS 


New machines, new kilns, new 
dry storage sheds! The big Med- 
ford plant, with increased capaci- 
ties and improved facilities, now 
is better-than-ever equipped to 
serve you well. 





Super-quality products in Cali- 
fornia Ponderosa Pine, Sugar 
Pine, Douglas Fir and White Fir. 
. . « Yard Stock, Cut Stock, Lath, 
Mouldings, Factory Items. Com- 
plete planing mill. 


Call on us for SUGAR PINE 
CLEARS, wide and thick, choice 
quality. careful manufacture. 
Firm, strong, fine-grained, soft 
textured, the delight of the wood- 
worker, builder and _ pattern- 


THICK SUGAR PINE 
maker. SELECTS 


MEDFORD. 


Medford Corporation, orecon 





Members Western Pine Association, West Coast Lumbermen’s Association. 
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material lists are available to contractors through 4-Square dealers. 


... Unsurpassed FOR EXTERIORS 





Treating timber as a crop insures a 
bountiful supply of Genuine White Pine 
for the future. 


The plus factors of 4-SQUARE Precision 
Lumber, namely, exact lengths, smooth 
square ends and proper seasoning insure 
sounder buildings and a substantial sav- 
ing in materials and construction costs. 








WEYERHAEUSER 


‘SQUARE 


LUMBER 





The fact that Genuine White Pine is the ideal wood for 
exteriors gives the retail lumber dealer a real opportunity 


to make volume sales, which mean volume profits. 





For either the modest home or the mansion, this superior 
wood is ideal, because it has a time-tested record for 
resisting the ravages of the elements under the most severe 


weather conditions. 


Remind your trade about the long life of Genuine White 
Pine. Tell them about its resistance to shrinkage and 
twisting ... tell them about its extra insulating value... 


remind them of its excellent painting qualities. 


Weyerhaeuser 4-Square Genuine White Pine is a beauti- 
ful wood to work with. It is easy to saw and nail. It resists 
splitting and stays put... and when the job is done, 


it will give satisfaction and bring repeat business. 


WEYERHAEUSER SALES COMPANY 


SAINT PAUL e MINNESOTA 





March 22, 1941 





Ma 


, 194 








March 22, 1941 


Amermecanfiumberman 


23 


This Country of Ours 


For the American Way 
in Price Control 


HEN SALES spiral up, or 
when they do a nose dive, 


prices get to be a tough subject. 
National Defense of course raises this 
volume ; and, while Government buying 
does not spread evenly over the pro- 
duction field, the urge is toward 
generally higher prices. A manufac- 
turer with no Defense contracts may 
find his labor asking for higher wages, 
in line with wages paid in Defense in- 
dustries; or his raw materials may 
go up in price, because they are mate- 
rials needed in Defense and are getting 
a scarcity value. These increased costs 
have to be met by increased prices for 
his finished products. 
Everybody has to worry over a price 
inflation that gets out of hand. 


There are reasons, good and _ bad, 
for such an upswing. One is plain 
profiteering ; taking advantage of scar- 
city to ask a price wholly out of line 
with production costs. Such profiteer- 
ing in Defense industries usually gets 
hit by new taxes. That is a clumsy 
method, for it protects the Government 
as a buyer and does little for the pri- 
vate customer who needs the same kind 
of goods. 

The Government pays the high price 
with its purchasing hand, and takes 
hack the excess with its taxing hand. 
The private customer has no such 
ambidexterity. He just pays the high 
prices; after which the Government 
takes the excess and puts it in the 
Federal Treasury. In fact, on an im- 
mediate cash balance, the Treasury 
makes a good thing out of the private 
huyer’s troubles. In the long run, if 
high prices force him to stop being a 
buyer, the Treasury makes a bad thing 
out of these taxes. 

a. 

3ut not all price increases are in- 
spired by the urge to get while the 
getting is good. There are factors 
which makes prices rise without adding 
to profits. The lumber industry has 
been making such statements to ex- 
plain increases in wholesale prices. It 


has not wholly convinced its critics, 
but it has made a reasonable argument. 

A sudden demand, amounting to two 
billion feet or more, has put a heavy 
strain upon mills. They have had to 
employ extra labor, some of which 
isn't so skilled. Orders, with prompt- 
shipping clauses, have invited into 
operation many mills not efficient 
enough to work on the old price levels. 
They can’t work unless they get prices 
that will return their costs. Govern- 
ment orders have not taken all lum- 
ber grades; and mill men are obliged 
either to manufacture only the grades 
and patterns called for, with a heavy 
waste of the log, or to accumulate 
grades not called for in the Govern- 
ment orders. These accumulations soon 
exceed the needs of the non-Govern- 
mental markets. When a tree is cut, 
the whole tree comes down. No genius 
has yet told us how to take the No. 2 
boards out of a standing tree and 
leave the uppers and the shorts still 
growing. 

Under such conditions it is not clear 
how the industry could make prompt 
deliveries of these enormous special 
orders without some price increase. 
Of course it could have taken a loss; 
but, measured in terms of industry 
finance, this would not have been price 
stabilization but price cutting. 

Everybody agrees that, for the safety 
of the country and the rapid production 
of Defense goods, the Government can’t 
let profiteers play horse with the mar- 
kets. But it does make a difference 
what methods of control are used. A 
rigid, imposed control inspires some 
people, who don’t think of themselves 
as lacking in public spirit, to work out 
ways of beating the game. If the 
Government is going to impose exact 
rules, it can’t complain if the letter 
and not the spirit of these rules governs 
the job. 

Priorities and price regulations don’t 
do their full job unless they protect 
everybody; business as well as the 
Government and the general public. If 
we are to have these regulations, we 
hope they can be set up on a basis 
that will include a large measure of 
voluntary co-operation. A reasonable 
and unsentimental appeal for co-opera- 
tion to get a big job done without 


waste of exploitation is the American 
way of doing things. It enlists inven- 
tive genius and management powers 
upon the side of public welfare ; appeals 
to the best in the American tempera- 
ment. 


Adequate Stocks Are a 
Basis for Merchandising 


HE REPORT comes in of a 
Ty shortage in warehouses. This 

lack of storage space is showing 
up first in seaboard and industrial 
cities, but is likely to appear pretty 
much over the country. 

For some years at least, two factors 
have made it possible to get along 
with less storage of goods between 
producer and consumer. One is the 
increased speed, efficiency and reliabil- 
ity of railroads, and the other is the 
steady and predictable consumption of 
goods by the public. Neither has 
reached the point of being mathe- 
matically exact; but plenty of retailers, 
by a careful study of shipments and 
sales, have been able to reduce inven- 
tories and still to serve the buying pub- 
lic quite as well as they did with larger 
stocks. 

This may be changed. The heavy 
pressure in the production of muni- 
tions, together with the inevitable 
added tonnage on the rails, will be 
fairly certain to joggle the marketing 
picture. 

Those who should know are advis- 
ing retailers to forget about specula- 
tive lumber buying, and to concentrate 
upon the creative selling that is the 
dealer’s number-one opportunity. No 
doubt thiS"iS sound advice. But it’s a 
good idea to keep those warehouses in 
repair and to maintain reasonably full, 
though not speculative, stocks. Lum- 
ber does not deteriorate if well 
shedded, and wholesale prices are not 
likely to be lower for some time. 

Whether or not priorities bother us, 
rail shipments may be slowed down. 
The rails are obliged to take over much 
of the freight formerly handled by in- 
tercoastal ships that have been shifted 
to foreign trade routes, 

It’s pretty hard to sell it if you don’t 
have it. 
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TOURIST CABINS 
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A group of tourist cabins similar to, and including the 
features of those illustrated here, can be a profitable investment 
near the edge of many towns. Both have toilets, and are com- 
fortably and inexpensively furnished. The one at the left was 
built in Wisconsin. The one at the right, built in Michigan, 
has an efficient gas heater, and is rentable throughout the year 
to summer tourists, autumn hunting parties, spring fishermen, 
and winter sportsmen. 
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USE YOUR 


Progressive lumber dealers have 
learned that the best way to retain and 
increase a hard fuel business is to get 
away from the idea of merely selling 
hard fuel, and instead, to sell heating 
service with hard fuel as one of the es- 
sential elements of that service. They 
have found that it is not enough merely 
to handle good fuel and to fill orders 
promptly. 

Going this far does not eliminate 
complaints of heating inefficiency and 
firing difficulties, for both of which the 
average home owner immediately 
places the full blame on the fuel. To 
make things worse, he seldom com- 
plains to the dealer. He just stops 
buying fuel from him, and tries some 
other source. Eventually, he may 
come around to the realization that fac- 
tors other than the fuel are at fault. 
These include the capacity and condi- 
tion of the plant, size and condition of 
flue, or water pipes or air ducts, struc- 
tural condition and insulating values of 
walls and ceiling, and many other ele- 
ments, 

Regardless of what the difficulty is, 
even where it is the kind of fuel being 
used, the dealer whose fuel salesmen 
and delivery men do not familiarize 
themselves with the heating problem of 
each customer, stands to lose that cus- 
tomer, either to a competitor selling 
hard fuel or to one selling another type 
of fuel. 

Selling stokers as one of the most 
important elements in satisfactory 
heating service is probably one of the 
dealer’s best approaches to the problem 
of keeping his business and increasing 
it. Stokers, however, like most other 
items, cannot be sold simply by plac- 
ing one on display, and announcing 
that it is for sale. That much effort is 
not apt to sell many, and the salesmen 
are not apt to try very hard, because 
other items which they are more fa- 
miliar with can be sold easier. 

The Lieber Lumber & Millwork 
Co., Neenah, Wis., of which Otto 
Lieber, Jr., is president, sold 30 stok- 
ers ranging from small residential type 
to large commercial types between De- 


USERS TO SELL STOKERS 


cember 1, 1940 and March 1, 1941. 
That is selling them at the rate of ten 
a month. During March and April it 
was expected that another 25 would be 
sold, 

One of the Lieber salesmen stated 
that before the winter stoker sales cam- 
paign was started, the whole staff was 
thoroughly schooled in what they had 
to sell, and that truck drivers were just 
as thoroughly schooled in what to ask 
and to look for when they made deliv- 
eries. With that background, every 
man on the staff had sold at least five 
stokers in the three month period. To 
save them the time of digging up pros- 
pects, three men were detailed to can- 
vass Neenah, Menasha and Appleton. 
As live prospects were received, they 
were apportioned to the salesmen. 

One of the most fruitful sources of 
leads was the truck drivers, and the 
best sales arguments the salesmen had 
were satisfied customers. Truck driv- 
ers always service a plant when they 
make a delivery. One of the drivers, 


delivering to an 83-year old woman, al- 
ways carried out all the ashes when he 
called. Giving this service gave him 
an opportunity to talk to her, and he 
finally sold a stoker. 

“Our motto,” said Mr. Lieber, “is 
‘use your users to sell stokers.’ Our 
users are our best advertisements.” 

To keep the salesmen on their toes 
during the early spring months, and to 
get through the list of prospects that 
have not yet been contacted, Mr. Lie- 
ber has set up a stoker sales contest for 
the month of March. The goal for 
each salesman is $700 in stoker sales. 
The salesman coming closest will re- 
ceive a new thirty-five dollar suit. The 
next two prizes are three shirts and 
ties to match, and five dollars in cash. 
Everyone who sells $700 worth or 
more will receive the first prize. At the 
end of the first week in March two 
salesmen were close to the half-way 
mark, and indications were that Mr. 
Lieber would clothe most if not all of 
his sales force with new Easter suits. 








Heres a Timely Tip 


A unique arrangement used by the Jeffrey Lumber Co., Miami, 
Fla., locates desks immediately behind the front counter so that 
counter men will have desk room and still be in a conspicuous place, 
facing the customer as he enters. In that way the employee is con- 
veniently located to write up tickets, do pricing, answer the telephone 





COUNTER ; 





DESK | SPACE 
TO 


STAND 








DESK 


SPACE | DESK 
70 
STAND 




















wait on him promptly.” 








and wait on customers. “If you give a man a desk in an office,” 
declared O. P. Daniels, office manager, “he usually gets buried in his 
work. With our arrangement he cannot help but see a customer and 
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What to do about commission salesmen who forget 
to collect accounts, on which they have received com- 
mission, is the problem before the clinic today. Should 
they continue to sell?. Should they stop to collect? 
Or should they do both? Three different view points 
are presented in the letters published below. They're 
all prize winners—so read ‘em and take your choice. 
Don't forget—New Contest No. 9 starts with this 
issue. 


Aspirin for “Headache” No. 6 


Re Headache No. 6, Commission Salesmen & Col- 
lections. First of all. If a salesman is worth his salt 
he should be worth a salary plus a commission. Every 
time a salesman makes a call, if he is on to his job, 
he is building up goodwill for your company and in 
other ways advertising it. He does not make a sale 
every time, but he can create ideas that eventually 
cash in, 

Another side, taking a leaf from the Electric Ap- 
pliance trade. Their salesmen have the credit of the 
prospect looked into before the sale is closed, if they 
sell a bad one the commission on that sale is deducted 
from their due check. 

Most of the buyers of lumber and building materials 
are honest, sometimes 






Should Salesmen Be Collectors? 
Some Say, Yes’. Some Say, No” 


A good lumber and building material salesman 
should have experience. He knows his line from a 
practical viewpoint and should be worthy of his hire. 

If you cannot trust your salesman to earn a salary 
plus commission, either he is of no use to you or you 
are a poor boss to work for. 

If a salesman knows he may have to collect the ac- 
count, he will investigate before making the sale, but 
he has to eat, so assure him bread and butter, but 
if he wishes jam and trimmings let him go after his 
commissions. 

He will then have a position and not just a job; 
you will have an employee; not just a man filling in 
time and looking for a more permanent and steady 
paycheck.—Richard W. Primmer, in charge retail 
sales, Bloedel Stewart & Welch, Ltd., Port Alberni, 
B. C., Canada. 





Your Massachusetts manager’s Headache No. 6, 
in your Jan. 25 issue, is, I imagine, quite a common 
ailment, although not necessarily fatal. 

I believe that all salesmen should be first of all col- 
lectors. They should have had some experience in 
handling credits, so they may be able to judge their 
prospective customer’s ability and willingness to pay. 

Anybody can sell a 





slow pay, but not 
crooked. Well if you 
pay your salesman a 
nominal salary, plus 
commission, you are 
eliminating the thought 
in his mind, “no sales, no 
pay check,” also you 
have more control over 
his time, and he will be 


RULES OF CONTEST 
First Prize—$10; Second Prize—$5; Third Prize—$3 


1. Solutions of, or comment upon, the "Headache" 
printed in each issue must be not less than 100 words 
or more than 1,000 words long. 


2. Solutions of or comment upon any "Headache" 
must be received within 30 days of date of issue in 
which that "Headache" is stated. 


contractor or an individ- 
ual that no one else will 
sell because of his past 
credit rating, but it 
takes a REAL SALES- 
MAN to sell a good pay- 
ing account that all the 
other dealers are striv- 
ing to get. <A_ high 


- , we grade salesman selects 
more amenable to disci- 3. Only retailers and their employees are eligible to hic . < tae te 
pline. He is an employee compete. us customers betore he 
on the payroll, he repre- 4. The editors of the AMERICAN LUMBERMAN tries to sell them, and as 


sents your company. 
You can expect him to 
do as you wish whether 
it is collections or other- 
wise. 


shall be the sole judges. 


A commission | sales- 6. Entrants in any “Headache” contest are free to : 
also enter any, or all, later contests; thus it is possible because of their poor 
for you to win more than one prize—if your solutions 


man is a free lance and 
goes where the _ best 


i are judged to be best. 
sales prospects are in 





5. All solutions and written comment submitted shall 
be the property of the AMERICAN LUMBERMAN, 
with right to print in whole or in part. 


Names and addresses of all a result, his company 
prize winners will be printed in this journal. 


gets their money. 

There are a number of 
contractors in Peoria 
that we do not contact 


credit rating. If one of 
these contractors comes 
to us about a_ job, 








any line. 
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to protect ourselves as much as possible. We also 
look askance at selling a contractor who is in the habit 
of “stringing” out his jobs; we like jobs that pay 
out in two to three months or less. We know we have 
lost some orders, but we have reduced our accounts 
receivable. 

If a little training along these lines does not change 
your salesmen’s viewpoint perhaps a change in your 
commission set up will. You can either pay them their 
full commission when the job is paid; or, you could 
pay them part of their commission when the job is 
sold and the balance when it is paid for. This will 
give your salesmen an incentive to sell COLLECT- 
IBLE accounts. Impress on them that a sale is not 
complete until the merchandise is paid for in full; that 
you can hire men for $5.00 per week to GIVE mate- 
rial away. In other words make your salesmen “COL- 
LECTION CONSCIOUS.”—E. G. Gardner, J. W. 
Mackemer Lumber Co., Peoria, Il. 





Referring to headache No. 6, I am assuming this 
gentleman is operating a retail establishment. 


From eight years experience in a retail lumber yard 
as a credit and collection manager I have found that 
most good salesmen are not collectors. Regardless of 
the size of the business some one should be desig- 
nated as the credit or collection man, and from him 
should come the requests for payment of past-due bills. 
[ lf the organization is small, then designate the book- 

keeper as credit manager and let him follow up the 
past-due accounts. If he has had no experience in 
this line of work there are hundreds of books available 
showing samples of collection letters and procedure 
including special delivery letters, telephone calls, and 
telegrams. Don’t stop a good salesman from selling 
as that is his job. Of course, a certain amount of dis- 
cretion must be exercised in selling and sufficient credit 
information should be obtained where there is any 
doubt about a man’s ability to pay. Practically every 
city of any size has some sort of local credit bureau 
through which credit information can be obtained. If 
this Massachusetts manager is operating a wholesale 
business, then he will have to resort to Dunn & Brad- 
street, the Lumberman’s Credit Association, and other 
credit reporting agencies. 





After all, you hired the man to sell merchandise and 


not as a collector. The writer has conclusively proven 
the above facts in the capacity of credit manager by 
cutting losses to one-tenth of 1 percent per year of the 
total volume of business for the past three years and 
in each year a substantial increase in business has 
been shown.—J. J. Lavengood, treasurer, J. C. Proc- 
tor Lumber Company, Peoria, Illinois. 
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More Headaches-More Aspirin-More Prizes 


on which, for some reason, they have been asked to 
buy our materials, we contact the owner and all inter- 
ested parties, and watch the job very closely so as 





New Contest No. 9 
FLY-BY-NIGHT CONTRACTOR COMPETITION 
From an Ohio Dealer 


My biggest immediate headache is getting home owners to 
investigate before signing contracts with fly-by-night siding appli- 
cators and their “demonstration” siding jobs. We know that they 
aren’t apt to buy from them if they investigate first. 


From a Florida Dealer 


Our biggest headache is competing with carpenters who style 
themselves as “CONTRACTORS” and sell to our customers 
direct, the main article, metal roofing. They do not seem to be 
satisfied with the job of putting same on, but they put the pressure 
on the customer and make them believe it is the cheapest in the 
long run, to let them contract the job and furnish the material. 
If the customer would only listen to reason and open his eyes, he 
would soon be aware of the fact that he can buy this metal roofing 
as cheap as the “CONTRACTOR,” same being the type roofing 
that is being sold all over the country by different mail order con- 
cerns. But the average customer fully believes that he is con- 
stantly being over-charged and gyped and will listen to anyone 
over the man in business. This has truly been a source of trouble 
in this small town, even though we are the only LUMBER AND 
BUILDING MATERIAL DEALER located here. 





GIVE US YOUR HEADACHE 


If there are problems that bother you, whether they be large or 
small, the AMERICAN LUMBERMAN invites you to submit them 
to this contest. Every sender of a Heachache will receive, in ac- 
knowledgment, a beautiful automatic pencil, of real value, that he 
will be proud to own. 


Address all correspondence to CONTEST EDITOR, AMEnrt- 
CAN LUMBERMAN, 431 South Dearborn Street, Chicago. 





PRIZE WINNERS 


“Headache Contest No. 5” 


THE PROBLEM is caused by the “merchandise returner.” 
What to do about the fellow who orders windows, paints them 
black, and then discovers they are the wrong size? Or the con- 
tractor who has the dealer order special items only to find on 
delivery that the items are not suitable to the customer? Those 
fellows, plus the customer who “picks out the best lumber,” or 
orders more than is needed and then sends back the culls, are 
the chaps who cause “headache No. 5.” 


First Prize—$10 
Sylvia Holloway, Holloway Material & Supply Co., Tulsa, Okla. 


Second Prize—$5 
Edwin A. Riggs, C. A. Porter Co., Auburn, New York. 


Third Prize—$3 
Herrick Lumber Co., Inc., Rochester, N. Y. 
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System Permits Inventory of 
Yard in Two Hours 


The yard inventory system used by 
the Steinman Lumber Co., Milwaukee, 
Wis., causes no disruption of normal 
procedure in the organization, and per- 
mits a clerk to make an accurate tally 
of all the materials in either of the com- 
pany’s two big yards in less than a half 
day. 

Late in the fall, usually about De- 
cember 1, tally sheets about 6 inches 
by eight inches are tacked to the faces 
of all the lumber and material bins. 
The sheets are in duplicate, the first 
copy having a carbon back to produce 
an exact copy on the second sheet. A 
perforated edge provides for easy de- 
tachment of the original from the du- 
plicate. Each sheet carries a printed 
number, and a record is kept in the 
office of the numbers of the tally sheets 
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that are posted on bins. 

From the time the tally sheets are 
posted until the time they are picked 
up on December 31, the yard crew uses 
spare time to inventory the bins, and 
post the results on the sheets. At least 
a month is allowed to make the tallies, 
because of the size of the yard, and the 
desire of the management not to let 
inventory interfere with regular work. 
As each sheet is posted, the shed num- 
ber and bin number is written on it. 

After a bin has been inventoried, and 
the count shown on the tally sheet, all 
withdrawals from the bin are noted. 
The result is that after the first tally 
is made, the sheet becomes a running 
inventory for the entire month, and 
accurately reflects the bin contents at 
all times. 

“On the last day of December,” said 
Id Steinman, “it takes us about two 
hours to pick up and tally the inven- 





Lumber Dealer Sells Greenhouses 


Greenhouses are no longer confined 
strictly to the nurseryman or to the 
“upper crust” family with manorial 
estate and town house. This has been 
the experience of Lounsberry & 
Harris, Los Angeles lumber yard 
that has devoted some time and atten- 
tion to merchandising greenhouses. 

Particularly in times such as these, 
there is a well defined consumer trend 
to get out and “dig in the dirt” as a 
hobby, a healthful way of “forgetting 
it all.” This means that the lumber 
yard can go so far as to spend some 
of the advertising budget to let the 
general public know that it is in a 
position to supply greenhouses. Louns- 
berry & Harris carry a regular adver- 


tisement in the Sunday supplement of 
the local paper which deals with gar- 
dening and home questions. From 
use of space here the dealer may 
expect some results. 

The yard also features a ready-to- 
go, inexpensively priced greenhouse on 
display at its yard. Prices begin with 
$145, and it has been found that many 
builders of new homes are pleased to 
find that they can include their own 
greenhouse at such a figure. 

The sale of a greenhouse is also an 
open door to sales of many other items 
which the lumber yard carries—such 
as plant stakes, flats, seed beds, as well 
as tying in effectively with both new 
home and remodeling work. 





See 


@ LOUNSBERRY & H 








Greenhouses 








ARRIS, LUMBER DEALERS 


2901 South San Pedro Street, Los Angeles, California 


HEADQUARTERS 


for Greenhouses of all sizes 
—home or commercial—large 
or small, completely equipped 


Prices Ranging From 
$145 Upward 


We also carry a complete stock 
of Lumber, Nursery Flats, Plant 
Stakes and Greenhouse 
Equipment 


Phone ADams 6148 
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tory of the entire yard. With the shed 
number on every ticket, if we see 
something that looks off color, it is a 
matter of only a very few minutes to 
take the sheet out to the yard and 
check bin contents against what the 
tally shows. We leave the smallest of 
our sheds containing the quickest mov- 
ing items till last in order to avoid the 
necessity of making a lot of additions 
and subtractions to the original count.” 

In many years of using the sys- 
tem, the company has had only 
one slight mishap. Several years ago, 
one of the sheets not too securely 
tacked to a bin, was blown off in a 
high wind. It was soon located under 
an adjacent bin. Since that time 
everyone has been careful to tack the 
sheets securely to the bins, and none 
has been lost. 





Index of Tradesman a Help to 
Customers 

In the office of the Jeffrey Lumber 
Co., Miami, Fla., is a_ self-working 
index to plasterers, painters, plumbers, 
electricians, bricklayers, carpenters, or 
any one who might want work. This 
is nothing more than a series of 
wooden slats or strips mounted on a 


A 


OTHER TRADES & SERVICE 


bulletin board in which the business 
cards of these various tradesmen may 
be slid into place and kept on perma- 
nent file. 

Thus if a woman comes in and wants 
to have some work done for her, she 
can look over the names and pick her 
man, and the office contacts that man 
whom she selects and tells him to go 
out and see her. 

It is called a Personal Directory 
Service and was set up because of 
numerous requests the company had 
from peope who wanted carpenters, 
plumbers or other building mechanics. 
The tradesmen also saw this bulletin 
board and proceeded to stick their 
cards in, which is a service they appre- 
ciate. 

“Tf any one comes in and wants to 
know, we can refer them to that board 
and tell them who to get,” explained 
O. P. Daniels, office and credit man- 
ager. 
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Bungalow Lumber Office 
Wins Women’s Favor 


When the Martin Lumber & Ma- 
terial Co., Inc., moved its plant from 
Wilmington, Calif., to a new site in 
Long Beach (at 2299 East State 
Street, on the main Pacific Coast 
Highway U. S. 101), the new office 
huilding was designed and built to re- 
semble a small bungalow, which it 
was considered would have a direct 
appeal to the tastes of women. 

Said J. C. Martin, president, who 





Above: Close-up of Martin Lum- 

ber & Material Co. new bunga- 

low office building, of homelike 

design calculated to appeal to the 
tastes of women 


Below: Interior view of the all- 
redwood finished office. Horizontal 
boards are vertical grain redwood 
and vertical boards and ceiling 
are slash grain redwood. All are 
Redwood Cabin Lining pattern. 
The counter has an oak flooring 
top. 





started his lumbering career 25 years 
ago in the mills of Texas: ‘We had 
in mind that when women enter the 
office they can visualize the place as 
a home, and figure just what they 
would adopt or change to suit their 
needs or desires.” 

The customer finds the new bunga- 
low office completely finished, inside 
and outside, in various patterns of red- 
wood lumber. 

The exterior of the building is fin- 
ished with 1x12-inch redwood boards 
and 1x3-inch battens running verti- 
cally, above and below which are 1x8 
redwood rustic boards, running hori- 
zontally. Greenhouse strips are used 
for the lattice work on the porch. The 
building is painted white, with the ex- 
ception of shutters on front, and the 
front door, which are blue. 

Redwood cabin lining is used 
throughout the interior of the new of- 
fice. All boards running horizontally 
are vertical grain redwood finished 
with beeswax and turpentine, with one 
coat of floor wax. Vertical boards and 
ceiling are of slash grain redwood, 
given one coat of enamel and turpen- 


tine, brushed on and wiped off while 
wet, and finished with two coats of the 
floor wax, and polished. 


A novel and economical feature of 


the ceiling of the private office is that 
it is made of scraps from the cabin 






Billy mawa7z 
me aa 





lining used throughout the building, 
thus leaving no waste of material. 
These ceiling boards are 16 inches 
long, put on at a 45-degree angle, mak- 
ing the herringbone pattern. With this 
exception the private office is finished 
the same as the rest of structure. 
Counters are of redwood cabin lin- 
ing, with oak flooring for tops; shelv- 
ing is built to match. Alll interior trim 
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——chair rail, casing and base—is clear 
vertical grain redwood. Venetian blinds 
are clear vertical grain redwood fin- 
ished the same as the lower part of the 
walls. Floors throughout the building 
are of 6-inch concrete with a finish 
coat of red concrete, waxed. 

All other buildings at the new yard 
were moved from the former location 
in Wilmington. The old office build- 


ing joins the new one at the rear and 
its interior is finished in 8-inch Celo- 
tex plank. 

For efficiency in operation and man- 


agement, all buildings run in a straight 
line to the rear of the main office build- 
ing. 

The firm is four years old. Prior 
to moving to its new location in Long 
Beach it handled oil field timbers and 
cement exclusively; but at the new 
home, paint, hardware and general 
house building materials have been 
added and are being featured. 
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America: May We Sell You Lumber? 


From an address by Alfred D. Collier, president Swan Lake Moulding Co., Klamath Falls, Ore., at 53rd 
Annual Convention of the Southwestern Lumbermen's Association 
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Klamath Falls, Ore. 


The Number One job of the lumber 
industry, particularly of those on the 
distribution side who deal directly with 
the public, is public relations. This 
simply means building public confi- 
dence in the industry's way of life; or, 
in plainer terms, making the people 
our good friends. 

It is not a job for high-powered pub- 
lic relations experts or for high-pres- 
sure advertising agencies, even though 
we hire them. It is first of all a job 
for the men within the lumber indus- 
try; for everyone of us; for all of us. 

Let us now take the time to talk our 
problems over with the people in our 
individual communities. Let us set our 
hands now—right now—to the busi- 
ness of building better relations be- 
tween all of us—manufacturer, distrib- 
utor and consumer. Let us unite on 
the fundamental purpose to build 
greater strength into the walls of 
America. 

Now, to get down to cases. 

How can I sell my particular bit of 
America on this idea of better relations 
and more home owners? You have the 
right to ask me, “Just how are you 
trying to work this thing out in your 
own home town?” Here is my answer. 

T like to think of this job of build- 
ing better relations as if we were build- 
ing a fine strong home for our business 
and for those who will live in it. 

First there’s the foundation: That’s 
vou, or I. The foundation must have 
enough of the precious cement of hon- 
esty so that the general nublic will send 
its wives and children to vour nlace of 
business, secure in the thought that 
vou will measure out the same honest 
values as though vour hone of salva- 
tion itself were looking over vour 
shoulder. 

Even as the cement develops strensth 
to carry its load, so must vou develop 


the capacity and patience to carry the 
cares and worries of your own busi- 
ness and also your share in the cares 
and worries of your community. 

[f you are interested only in your- 
self and your wife and your son John, 
the general public will find the truth 
and treat you on the same basis. You 
must develop the character that will 
enable you to stand foursquare against 
the tempests that surge against the 
house that you build. 

The girders and joists of this house 
of better relations are your employees, 
carefully selected to fit each in his 
proper place, carrying his particular 
load of intelligent courtesy and service, 
each joining and cooperating with the 
other. 

The floor of this house is your com- 
pany meeting ground whether you 
have it with your employees singly or 
collectively. It binds together your 
people, whose thoughts and actions are 
the outward signs of the purposes and 
ideals of your company. 


There you acknowledge that they 
are investing their lives in this business 
just as thoroughly and completely as 
vou are. And that, in so far as the 
business can, it will provide security 
of employment just as much for them 
as for you. That their share of the 
profit depends entirely on the amount 
of good will and, therefore, business 
they can bring to the company. That 
our customers, and not we, pay them 
their wages, and that each one can in- 
crease his wages by making more sales 
for the company. 

If every emplovee of the company 
knows what we want done and why 
we want it done. his native wit and 
sumption will help him develop the ca- 
pacity to get the job done. 


Our company meetings are free and 
‘asy. No one is supposed to know it 


Stressing Public Relations as the Lumber 
Dealer's Most Important Task, and 
Offering Ideas that Beget Good Will 


ALFRED D. COLLIER 


all, but each shares his knowledge oi 
the task with that one who is just be- 
ginning. Salesmen find us an eagerly 
attentive audience, having fun learn- 
ing our business and doing our work. 
All of you must get fun and satisfac- 
tion out of your work if your custom- 
ers are to say, “I like to buy there 
because of the fine group of people 
working there.” 

The various rooms are the depart- 
ments of your business, each separate 
but coordinated so that every breach 
immediately calls forth a plugger to fill 
it. Each department is terribly inter- 
ested to see that our customer is prop- 
erly served and knows the company 





makes a profit in cash or good will re- 
gardless of who gets the credit. 


Our house must be decorated with 
the pleasures of good mornings and 
good evenings; with the pleasure of 
good comradeships, jokes well told, 
sorrow shared. We turn loose all but 
an emergency crew when there is a 
funeral in our family. We send flow- 
ers to the funerals of our old custom- 
ers, when they go to the hospital for 
repairs, when there’s a new heir in the 
household. 

This house of better relations has in 
its fireplace, burning always, the warm 
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fire of loyalty to each other and to the 
business; smoothing out the mistakes 
that have occurred, warming us when 
disappointments and obstacles chill us ; 
encouraging us ever onward to the 
high calling of service to which we 
lumber dealers are dedicated. 

There you have a rough drawing of 
the framework of our house of public 
relations. You draw your own plans 
and detail your specifications to fit 
your community and your business. 

So much for the house. What of 
the people who come into our house? 
First, they are our guests and must be 
made to feel at home. Every man in 





our gang tries to speak to every guest 
that comes; tries to call him by his 
correct name; tries to introduce him to 
other guests whom he may not know 
but in whom he would be interested; 
tries to give him the feeling that he 
will always receive a warm welcome 
and a recognition of his existence as a 
human being; takes in word immedi- 
ately if he wants to see the boss and 
comes back with word of how long 
it will be before the boss can see him; 
tries to understand his problems and 
help solve them; tries to become a real 
friend to him. 


The chap who says the building 
business is all a graft and there is no 
use of sinking hard-earned dough into 
a home because you'll get stung, 
promptly has such a statement refuted 
if you have in his audience a loyal cus- 
tomer friend who has been so well 
treated at your place that he will do 
battle for your honesty and capacity 
when they are challenged. 


Now, I’m going to turn on the ma- 
chine gun and shoot ideas at you— 
some we've proved up in Klamath 
Falls. 

Everyone at our yard makes a fuss 
over babies because they genuinely like 
kids, and kids like the rattles and bal- 
loons we give them. Soon they’re 
back to get some boards for that Boy 
Scout Cabin or blueprints for those 
miniature 4-H Buildings. Next they’re 
high school kids who need help on 
stage scenery or an announcing booth 
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or they need ideas to dress up their 
4-H and Future Farmers’ shows and 
auctions. Next thing you know 
they’re married and setting up a home 
of their own. Naturally they’re going 
to the chap who has been helpful in the 
first place with their problems. 


We supply the mayor of our town 
with wooden keys cut out of veneer so 
he can give the keys of the city to every 
convention that comes along. 

We supply our Chamber of Com- 
merce with colorfully-wrapped spuds 
in nice wooden boxes to give away to 
visiting notables. 

Every community enterprise finds 
us ready to help with ideas and a little 
money which is given before they 
hardly get around to asking for it. 
People love a cheerful giver and we 
always give quick. If they only get a 
third as much as they wanted to they’re 
satisfied, if you give it to them quick. 

The growing suburbs of Klamath 
Falls had a mail problem and we had 
a delivery problem. We planned with 
them how to name and number their 
streets and get twice-a-day delivery. 
We gave them 1144 sets of numbers, 
bought them from the factory at 6 cents 
apiece. We will save that in less than 
a year on returned postage and time 
and definiteness of deliveries. We 
helped ourselves by helping them and 
left the proper picture of this open- 
doored house of friendly relations. 

You know the chap who is reached 
by the house of friendly relations 





doesn't necessarily have to be a cus- 
tomer of yours. He may be only the 
wayfarer who carries a warm spot in 
his heart for your business because it 
looks thrifty and well kept and you 
have a flower or two around the front 
door. Every Christmas we display a 
thought at which he can warm his hu- 
man loneliness. Last year it was the 
Three Wise Men. This year it was 
Santa Claus delivering a new home to 
the Klamath Empire. 

There’s the chap who likes you be- 
cause you've left enough room for 
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parking. Others, because you give a 
helping hand on their pet enterprises. 

The mills in our community make a 
lot of wooden boxes and the employees 
have quite an association to promote 
the use of wooden boxes. We make a 
hobby of helping them and thereby im- 
prove our relations with everyone who 
benefits by the making of wooden 
boxes. If you need a nice wooden box 
to draw selective service numbers out 
of, Swan Lake has a nice wooden box 
ready. If you need a calendar to set 
up housekeeping with, here’s a nice 
wooden one. 

Then, there are the friends whose 





only contact with you is second-hand 
word of mouth, radio or newspaper. 
We in the Northwest are having grand 
reactions from this Western Homes 
Foundation setup. Every week floor 
plans and stories telling our side of 
this picture go out to all the newspa- 
pers that want to serve their readers 
with home plans and ideas. You may 
have to do a little selling to the editor 
yourself to start with. 

The floor plan and the dealer’s story 
come out in your paper and you have 
the opportunity to match up your mes- 
sage that the house shown can be built 
by any reader who has so much money 
available each month. The lumber 
dealer is played up as the square-shoot- 
ing pardner who is going to help you 
get a home for the wife and kids— 
rather than a sharp-nosed trader by 
the board foot. 

In our home town we have sold the 
publisher so well on the idea that home 
ownership is the salvation of America 
that he gives us two-thirds of a page 
a week for our side of the story and 
asks us for our ideas on how to answer 
attacks on the lumber industry. And it 
pays. 

We like to key our ads in to what 
the people are thinking at that partic- 
ular time and associate the lumber in- 
dustry with the things they are sup- 
porting. Here, for example, is the 
4th of July one: 

(Continued on Page 36) 
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Taking the Lumber Dealer’s 
Story Into Nation’s Homes 


Still growing and still chanting the 
lumber dealer’s stories—Build today 

. Own Your Own Home... Buy 
With Your Rent Receipts . . . Remodel 
Now... Do That Odd Job With Lum- 
ber Today A New Garage for the 
New Car—and above all, Selling more 
lumber each issute—HOME, a dealer- 
consumer magazine published for the 
retail lumber trade by the National Re- 
tail Lumber Dealers’ Association, 
Washington, D. C., and a very impor- 
tant part of the association’s public re- 
lations program, is going into its sec- 
ond year. 





Sells Dealer to His Own Community 


Even during its first year, many 
dealers wrote to the publication office 
telling of the immediate and direct 
sales resulting from their circulation of 
HOME. In fact, one report was sent 
in by a West Coast dealer, telling of a 
sale of material for a complete house 
made within two hours after the first 
issue was circulated in that dealer's 
territory. Printing the dealer’s name, 
address, telephone number and other 
pertinent information, in large type on 
the front cover of every copy circu- 
lated within that particular dealer’s 
territory, is a guarantee of HOME’S 
advertising value. HOME sells 
the lumber dealer and his lumber 


and supplies. Home is the dealer’s 
non-profit co-op for wider acceptance 
of the country’s improved housing and 
remodeling program. 


Serves as Dealer-Customer Link 


HOME is an official publication of 
the National Retail Lumber Dealers’ 





Association that was authorized by the 
board of directors at a meeting in De- 
cember, 1939. It was felt that the as- 
sociation could perform a great serv- 
ice for the industry if it would create 
and publish, at low cost, an effective 
dealer-consumer magazine. In estab- 


lishing the magazine HOME, the pub- 
lication committee took over an exist- 
ing magazine of the same title which 
had been published by the National 
Lumber Manufacturers’ 
for three years. 


Association 


An Economical and Effective Medium 


The action of the national executive 
committee was based on the realization 
that continued stimulation of residen- 
tial construction and remodeling de- 
pended in a large part upon intelligent 
advertising and salesmanship on the 
part of the retail lumber operator. h 
is an accepted fact that a dealer-con- 
sumer magazine, sent direct by the in- 
dividual dealer to his building pros- 
pects, represents the most effective and 
most economical advertising medium. 

In setting up HOME, the National 
Retail association shattered many 
records. In the first place, the maga- 
zine is delivered to the dealer at one of 
the lowest prices ever quoted on a 
similar publication entirely free from 
brand product advertising. 

The publication has been entirely 
self-sustaining from the fist issue be- 
cause so many dealers have realized its 
tremendous “pulling” powers on im- 
mediate prospects and its valuable cul- 
tivation of future customers. 





Lumber Wholesaler Builds 
Modern Ranch Type House 


Hawk Huey, wholesale lumberman 
of Phoenix,, Ariz., built the house 
which is illustrated here with a photo- 
graph and a block floor plan. The 
house, a true southwestern ranch type, 
was designed by J. Louis Kelley, in ac- 
cordance with ideas expressed by Mr. 
Huey, who had it built for his own 
occupancy. In conceiving the basic 





This ranch type house fits perfectly in 
the southwest 


design Mr. Huey sought to use a na- 
tive style adapted to his personal tastes 
and to the lot size. 

The house has wide siding, wood 
shingles, hardwood floors and knotty 
pine walls. Behind it is a second struc- 
ture approximately 21 feet by 32 feet, 
partitioned to provide a two-car garage 
and a maid’s room. The project is 
contained on a lot 60 feet wide, and 
represents an investment of about 
$6,000. 

Front and rear porches are concrete, 
and tile was used generously in both 
kitchen and bath room. Unique win- 
dow boxes, made of brick, are built 
from the ground to sill height. In ad- 
dition to a fireplace located in the liv- 
ing room, the house is equipped with 
gas-fired heating equipment. Summer 
cooling of the interior has also been 
provided for. The large front porch 


is screened in the summer, and thus 
provides an additional warm weather 
room. 

Large wardrobe closets opening into 
each bed room are equipped with slid- 
ing doors. 
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With a $400,000,000 farm build- 
ing market in prospect for 


-1941- 


With lumber dealers throughout the country supplying the materials, 
plans and design suggestions for the thousands of farm structures that will be 
built and remodeled, 


American Lumberman announces 


A series of presentations in the next five issues that include success- 
ful farm merchandising ideas, and plans for many types of farm buildings. 


Following is the schedule of features that will appear in each 
issue of the spring months: 


APRIL 5 HOW A MIDDLE WEST DEALER MAKES, SELLS AND DELIVERS 
HOG HOUSES AND BROODER HOUSES. Working drawings, bills of materials, cost esti- 
mates, short cuts in fabrication, economies in delivery. 


APRIL 19. A PAGE OF POULTRY HOUSE PLANS—a simple range shelter and 


a two-story colony house, which can be started as a one-story or extended to three stories. 


MAY 3. A PAGE OF HOG HOUSE PLANS. 


MAY 17. A PAGE OF MILK HOUSE PLANS. The smallest is a 4-can seven-foot by 
seven-foot house. The largest is ten feet by twenty feet, nine-can capacity, with boiler, work 
table, fuel bin, sink, drain, pipe can rack, tester, separator and cooler. 


MAY 31 THE AMERICAN LUMBERMAN IDEAL MODERN FARM HOME. Full 
working drawings and bill of material. Construction cost estimate in the middle west. Includes 
every requirement and most of the desirable features that agricultural engineering authorities 
agree should be included in a modern farm home. Presented as a sales tool to aid dealers in 
developing plans to fit the individual needs of their farm home building prospects. 


Be sure to watch these issues for practical information that will 
enable you better to serve your farm market, and help you to organize 
your sales plans and sales forces. 
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REALM OF THE RETAILER 


Conventions Focused on Better Merchandising --- By Offering Complete 
Units, Fair Competitive Methods, Correct Use of Durable Lumber 


Convention speeches, supplemented 
by dealer talk around the exhibit halls, 
make up a pretty good picture of the 
retail industry at work. 

C. A. Porter, chief of the Hawkeye 
Lumber Co., Oskaloosa, lowa, has 
seen and has helped to make many of 
the changes in mid-western retail sell- 
ing. Young men don’t always realize 
how drastic these changes have been. 
Men now living, for instance, remem- 
ber when Iowa farms were fenced with 
6-inch white pine boards; stock that 
was a big item in yard sales, that sold 
at $10 or $12 a thousand and that in 
these days would go into shop or fin- 
ish grades. . 

Mr. Porter may or may not remem- 
ber back to the fence-board days. But 
at the Old Timers’ Breakfast, held in 
Minneapolis, this veteran, who is 
widely known for his business shrewd- 
ness and his eloquence and wit, dipped 
briefly into the past and recalled a few 
of the changes he has seen during the 
years he was building the powerful 
Hawkeye line. He spoke of the times 
when all yards were small, carried only 
lumber; when dealers wouldn’t have 
known what “selling an idea” meant. 
Mr. Porter has no homesickness for 
the old methods. They did well enough 
in their time; but they’re useful now 
chiefly in measuring the changes that 
have come about and the reasons for 
making these shifts. 


STOCK DIVERSIFICATION AND 
SERVICE ENDED DIRECT SELLING 


In those earlier days, sawmills had 
all the items of stock carried by retail 
yards; and since neither mill nor yard 
offered much that could be called serv- 
ice, the mill man frequently yielded to 
temptation and sold direct to retail cus- 
tomers. Direct sales were perhaps the 
warst headaches of that period. 

Dealers fired away at this outlaw 
practice with everything they had; but 
in Iowa, at least, it wasn’t the frontal 
assaults alone that stopped direct sell- 
ing. It was changes in retail practices. 
In these days, a yard’s sales volume 
includes from fifty to as much as 


eighty percent of items the early deal- 
ers didn’t carry; and a correct use of 
these diverse lines made necessary the 
service of exact planning. The added 
cost brought in the added service of 
financing. A house or even a barn 
isn’t any better than the idea back of 
it; and usually a building can’t be sold 
unless it is financed to suit the re- 
sources of the buyer. An outsider with 
only materials for sale can’t very well 
invade a service field. 


MATERIALS LOSE IDENTITY IN IDEA 
OF COMPLETED HOUSE 


“We used to talk about 2 x 4’s and 
price by the thousand,’ Mr. Porter 
said. “It was about all we had to say. 
But in these days building materials 
lose their identity in the idea of the 
completed house. We use imagination 
in making sales. Design and appear- 
ance are the owner’s special interests. 
He wants to know price, but in terms 
of complete costs and financing; and 
he gets around to that only when the 
idea has been worked out so that in 
imagination he can see the finished 
house.” 

The statement that building mate- 
rials lose their identity in the idea of 
the completed house just about de- 
scribes the newer merchandising. 

Dealers like speakers who talk 
dealer language. Not so many years 
ago a convention speaker thought he 
wasn’t doing his duty unless he called 
names and told retailers they didn’t 
know much. We may have needed 
strong doses when retail sales were 
getting over the hump from 2 x 4’s to 
completed buildings. While the medi- 
cine may have been good for us, it 
tasted lousy; and the doctor’s bedside 
manner wasn’t reassuring. 


COMPETITORS NEED BUSINESS 
SENSE AND PATIENCE 


George D. Tubbs, general manager 
of the Foster Lumber Co., Norton, 
Kan., spoke at several conventions and 
always began by saying he had no in- 
tention of telling any dealer how to 
run his business and wasn’t calling him 
a dumb merchant. This got him an in- 


terested hearing. He ought to be a 
politician; and maybe he is one. At 
least he knows how to get men to think 
with him and not against him. 

Mr. Tubbs talked dealer language 
about household remedies in business ; 
lawful co-operation, common honesty, 
common understanding of mutual 
problems. A yard, he said, never gets 
ahead by trying to destroy a competi- 
tor’s trade; never is permanently 
richer for pulling a fast one. An un- 
derstanding and approval of methods 
in general use must be the foundation 
for satisfactory business. Most busi- 
ness fights start over methods that look 
to one man like ordinary shrewdness 
and prudence, but that look to his 
competitor like something off the bot- 
tom shelf of Hades. The competitor, 
with what seems to him great self re- 
straint, makes a few defensive moves; 
after which the Blitz stuff is on. 


"DO'S" OF BUSINESS COUNT FOR 
MORE THAN "DON'TS" 


Common understanding and patience 
are always important; and they are es- 
pecially important in times like these 
when there are so many legal and ad- 
ministrative rules. Every added law 
and administrative restraint must make 
new opportunities for misunderstand- 
ings among dealers. And because reg- 
ulations are aimed at things supposed 
to be wrong and tell us what we cant 
do, dealers get rule conscious; afraid 
to do anything without first looking 
in the book. They’re afraid to be seen 
on the streets with a competitor. 

But you don’t learn how to run 4 
business and how to sell goods by 
knowing only the things you can’t do. 
You have to know what you can do, 
and how to do it the best way. That's 
why conventions are held, and it’s the 
reason dealers should get together and 
understand what everybody is doing 
and why. Unexplained actions ofte: 
look sinister when they’re actually fair 
and reasonable; you don’t have to as‘ 
permission of a court to be a goo 
sportsman. Mr. Tubbs may not have 
mentioned all these points; but as 4 
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retailer of many years’ experience he 
put fairness, understanding and good 
sportsmanship at the top of the list. 


PIONEER IN NEW IDEAS MAY 
BE MISUNDERSTOOD 


At the Omaha convention, Nate A. 
Allen, of Fremont, Neb., was meeting 
a thousand or so personal friends. He 
was cheerful as the flowers of spring, 
despite the need of a crutch; since he’s 
successfully overcoming effects of a 
bad accident. For quite a number of 
years he was associated with the Corn 
Belt Lumber Co. but is now operating 
his own yard. 

“During my line-yard days,’ he 
said, “I gathered a lot of ideas and 
methods at conventions and from lum- 
ber journals and used them as best I 
could. But some of them depend upon 
individual skill, and they don’t always 
go over so well when you have to work 
them at second hand through a local 
manager. So I’ve had lots of fun, in 
my own yard, proving that these things 
will create additional sales without cut- 
ting prices.” 

But Nate added that creative meth- 
ods have some odd hazards; some that 
the dealer new to this kind of mer- 
chandising doesn’t suspect until he 
tries it out. He probably gives all 
his time to the business of getting cus- 
tomers to make use of the new ways; 
only to find that his competitors don’t 
understand what he’s doing and misin- 
terpret his success. 

Several good dealers have told this 
department about selling and service 
methods they have worked out and 
then decided not to use. The devices 
were ethical and promised to be profit- 
able; but the inventors decided they’d 
better wait. Maybe competitors would 
discover these new tools and begin to 
use them; after which the inventors 
could seem to copy them. Otherwise 
the introduction of the methods might 
easily start a wave of ill will within 
the local industry. 


COMPETITION INCLUDES 
NON-SERVICE SALES 


This is leaning over backwards, and 
it deprives the local trade of efficiencies 
and services. But these self-denying 
dealers say nobody is such a good 
salesman that he can afford to provoke 
a local price fight. Created sales don’t 
and can’t cover the whole of the yard’s 
business ; and there are always transac- 
tions that carry no service and are 
wide open to price competition. A rep- 


utation for high prices on non-service 
sales can easily make all prices suspect. 
So, rightly or wrongly, these retailers 
go slowly in introducing new methods ; 
feeling the sales job isn’t completed 
until not only the customers but the 
competitors understand them. That’s 
a counsel of perfection; but at least it 
points to the importance of a reputa- 
tion for good sportsmanship and ethical 
sales. Few dealers feel obliged to go 
so far with it; and in fact it may be 
necessary to introduce the new meth- 
ods if the competitors are ever to think 
about them at all. 


SALES ARE EASIER TO PUBLIC 
THAT KNOWS LUMBER IS CROP 


J. N. Tate, of the Weyerhaeuser 
Sales Co., has taken something of a 
vow to tell the story of lumber and its 





Hotel Door Is Site for Dealer's 
Thermometer Sign 


A novel publicity medium used 
effectively by the Ingvoldstad Lumber 
Co., Decorah, Ia., is a combination 
thermometer-mirror sign placed at the 





rear entrance of a desirable hotel in 
that city. 

The entrance is directly opposite the 
parking lot so many patrons of the ho- 
tel enter this door after parking their 
cars. All supply firms serving the 
hotel also use this door. Natural 
human interest in the weather and 
temperature draws close attention to 
the lumber company’s advertisement. 
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markets at every opportunity. He does 
a fine piece of work, describing the 
three public attitudes toward Amer- 
ica’s trees. The backwoodsmen thought 
of trees as enemies, to be cut down 
with much labor to make space for 
farm crops. Soon after the turn of the 
century a group of people spread the 
idea that forests were about to disap- 
pear and that it was a crime to cut a 
tree for any purpose. But forest 
science now tells us that trees are 
crops, that they can be reproduced in 
full quantities, that mature trees should 
be harvested for the good of the 
younger trees and that there are not 
yet developed the full markets needed 
to make the right commercial uses of 
these ripe trees. This seems to be one 
instance in which we can eat our cake 
and still have it. 

Not so many people now fear that 
the forests are on the way out; but the 
fact that they once feared this calamity 
probably explains the lag in the devel- 
opment of full use for forest products. 
Retailers like lumber and call them- 
selves lumbermen even though they do 
carry many other lines. They know 
the adaptability of lumber to all kinds 
of building purposes; and it is impor- 
tant to them, not only in making im- 
mediate sales but in promoting the 
wide and scientific uses of lumber, to 
push the proper uses of forest prod- 
ucts. The chemical utilization of those 
parts of the tree that are not suitable 
for the making of lumber stabilizes the 
lumber market and increases by that 
much the uses of the forest. LLumber- 
men have both a direct and an indirect 
interest in forest science. Naturally 
they have an immense interest in 
extending the markets. 


INCREASING DURABILITY AS 
SERVICE TO CUSTOMER 


One way in which lumbermen can 
extend and improve these markets is 
by getting a practical knowledge of 
lumber preservatives ; toxic agents that 
put the bee on termites, powder-post 
beetles, carpenter ants, sap stain and 
the like, and water repellants that make 
paints stick and reduce the rots caused 
by dampness. E. Bushnell, of Gen- 
eral Finishes (Inc.), St. Paul, told a 
fascinating story of these chemical aids 
that make for long life of lumber. This 
is a field in which retailers are inter- 
ested and in which they can find addi- 
tional opportunities for customer serv- 
ice and for building the reputation of 
their favorite building material. 
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Garnering Good Will Is 


Lumbermen's Task 


(Continued from Page 31) 


“Sign your own Declaration of Inde- 
pendence and Help America by starting a 
low-cost, streamlined home of your own.” 

And, by the way, on that same page is 
another ad from the twelve of us that sell 
building materials in Klamath Falls to the 
public, stating that, in order for our 
employees to better celebrate with the citi 





zens, We were closing the yards the 4th, 
‘th and 6th. 

There are lots of ways you can cooperate 
with your competitors to produce this house 
of better public relations. 

Here’s the ad we ran when we got the 
census returns and the town hadn't grown 
the way we figured it would and the suburbs 
had: “Why not call our community ‘Greater 
Klamath Falls’ and work together to make 
it greater yet? Why shouldn’t Klamath 
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Falls get one of these new airplane factories 
to be built?” 

Here’s one on the fifth column: “Ameri- 
ca’s Fifth Column does not come from her 
Home-Owning Citizens.” 

Here’s one on the first volunteers we sent 
off under the Selective Service: “America’s 
Real Security lies in her Home-Owning 
Citizens and the men who are going out 
of those homes to defend the ideals they 
learned there. May we help you provide 
that home-owning background for your 
children ?” 

Get out of your hearts and over to your 
community that housing and home ownership 
are the salvation of America. And that you 
are vitally interested in helping them build 
salvation for themselves as well as you. 

There’s a mighty river, the Columbia, 
in my country. Its irresistible force has cut 
a giant gorge through the solid rock of the 
snow-capped Cascades that sought to turn it 
aside in its march to the Ocean. 

And so the waves of migration found there 
a barrier that divided them until, from the 
mass of humanity emerged a leader, Samuel 
Lancaster, who dreamed a broad highway 
down the untamed Gorge, and who lived to 
create it. 

One day Lancaster, the engineer, and 
Camela, the worker in stone, crawled to the 
top of Crown Point, a living rock rising 
sheer thousands of feet above the river. And 
there Lancaster, the courtly southern gentle- 
man, explained to Camela how securely he 
wanted the rock walls keyed into the cliffs, 
how cunningly the arches of the bridges 
must spring, and how the beauty of the 
parapet walls must please each passerby as 
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well as secure his safety. Here would come 
the great of earth, the crowned heads of 
Kurope, the President himself; therefore, 
the work should call forth the finest crafts- 
manship of which the workers were capable. 

Camela had stood silent, his eyes lost in 
the far mystery, almost as though he could 
pierce the future and see the gallant high- 
way serving mankind. Finally as if to his 
own soul Camela spoke: “No build him 
for crowned heads of Europe, not even for 
President himself. Build him for common 
people. Like me. Some day little Pietro, 
my grandson, he’s come thisa way, on thisa 





road, and he’s say, ‘My grandfadder, he’s 
build these walls, shesa stand.” 

My fellow lumbermen, let us build in the 
hearts of our communities these beautiful 
homes of friendship, these broad highways 
of understanding, these walls of protection 
from foes without and within—that our 
children’s children may say of us, “They 
builded well in building America, this land 
we love, SHESA STAND” 





Arkansas Manufacturer Ac- 
quires Additional Timber 


WARREN, ARK., March 18.—Announcement 
was made by the Southern Lumber Co. here 
last week that it had consummated the pur- 
chase of a large block of timber lands in 
Calhoun County from the Freeman-Smith 
Lumber Co. which terminated its own man- 
ufacturing operations at Millville, Ark., sev- 
eral years ago. 

Calhoun adjoins Bradley County, the 
home of the Southern Lumber Co., so that 
these new holdings are contiguous with 
those the company has owned and logged 
from the beginning of its operations in 1902. 

Acquisition of this additional acreage is 
in line with the Southern’s program of se- 
lective cutting and reforestation, announced 
last year. The program transformed the 
enterprise from one which had been con- 
sidered likely to terminate operations in an- 
other year or two, into one which, accord- 
ing to forestry experts has possibilities of 
becoming practically permanent. 

Incidental to inauguration of its sustained 
yield program early in 1940, the company 
undertook the complete remodeling of its 
plant from the sawmill out, removing all 
elevated trams and revamping storage sheds 
to accommodate operation of mechanical 
stackers. 

The Southern Lumber Co. is an affiliate 
of the Weyerhaeuser lumber interests of the 
North and West. Operating personnel at 
Warren includes: O. F. Wyman, resident 
vice-president & comptroller; W. R. War- 
ner, manager; and E. N. White sales mgr. 

Home office of the company is at Daven- 





port, Iowa, the following personnel compris- 
ing its officers: M. N. Richardson, presi- 
dent; B. N. Richardson, vice-president ; 
E. B. Lindsay, executive vice-president; 
George F. Lindsay, secretary and treasurer ; 
all of Davenport, Iowa. 





Appoint New Field Men 
for Cedar Shingles 


SEATTLE, WaAsH., March 17.—First step in 
a country-wide program of increased red 
cedar shingle promotion during 1941 has 
been announced by W. W. Woodbridge, 
secretary-manager of the Red Cedar Shingle 
3ureau, as the addition of two men to the 


PN. PLAMONDON WILLIAM HATCH 





traveling field staff of the organization. 

Paul N. Plamondon and William Hatch 
are the new men. Mr. Plamondon has had 
wide experience in the shingle mills and 
logging camps of the Pacific Northwest, 
and Mr. Hatch has been employed in a re- 
tail yard and as a forest fire prevention 
guard. The former’s territory will be the 
states of Pennsylvania and New Jersey and 
the latter will cover the Dakotas, Minne- 
sota, Iowa and Wisconsin. 

The work of these men will involve red 
cedar shingle educational and promotional 
programs among lumber dealers, carpenters, 
architects and others connected with the 
lumber industry. 





New Flooring Mill Will Open 
Soon in Ohio 


PARKERSBURG, W. VA., March 17.—An an- 
nouncement of the purchase of the grounds 
and plant facilities of what was formerly 
the Becker Manufacturing Co., Marietta, 
Ohio, has been made by Charles E. Lane, 
owner of The Anchor Lumber Co. here. 

The Anchor company, which manufac- 
tures hardwoods is revamping the Marietta 
plant to manufacture about 10,000 feet of 
flooring per day. The present kiln at the 
Marietta site has a 500,000 foot capacity and 
will be retained for use by the new owners. 
A sawmill is also being installed. — 

The property is equipped with a railroad 
siding and Mr. Lane feels that it is well 
situated with an adequate supply of raw 
materials available. Its plant should be in 
operation within 60 days. 





Va 
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Twentieth Annual Louisiana 
Meeting Has Varied Program 


New Orveans, La., March 18.—Proud of 
its remarkable advance to the position of a 
strong organization since its meeting last 
year, the Louisiana Building Material Deal- 
ers’ Association presented a strong program 
March 12 at the opening of its twentieth an- 
nual convention. 


President Tells Value of Services 

Members were reminded by President Ben 
L. Johnston, New Orleans, of the values of 
services performed. Defeat of vicious meas- 
ures introduced in the state legislature alone 
saved the dealers more than dues. 

In pointing to the reorganized association 
as one of the strongest groups in the South- 
east, Mr. Johnston reviewed its manifold 
activities, including the furnishing of Wage- 
Hour information, simplification of FHA 
contacts, and other features. He said FHA 
had evidenced a desire to work with the 
retailers and had been “most co-operative.” 

According to FHA figures, new construc- 
tion during 1940 was equal to that of 1939, 
but modernization ran well ahead of 1939 
records. The forecast for 1941, he said, is 
for more building, industrial as well as 
housing, than in 1940. 


Secretary Announces Plan Contest 

Secretary -manager R. Needham Ball 
showed that the organization set forth on 
its new career a year ago with 39 members; 
now has over 140. He said there are a lot 
more potential members, and urged that they 
be brought in so that association services 
may be enlarged. Mr. Ball announced that 
there will be held very shortly a dealer's 
house plan contest to develop “typical Louisi- 
ana homes.” He lauded the plan books 
available, but pointed to need for local 
designs. 

Changes in the nature of trade exhibits 
and trade conventions themselves during the 
past two decades were pointed to by Paul A. 
Blanchard, of Baton Rouge, in discussing 
the values accruing from current displays. 
The old convention was somewhat of a 
round table of discussion; now it is a seminar 
on many problems, more like a school. 

The increased scope of the work under- 
taken by the National Retail Lumber Deal- 
ers’ Association was outlined by its presi- 
dent, Roger S. Finkbine of Des Moines, 
lowa. The National, he said, is considering 
asking for a five-year extension of Title I 
of the Housing Act, and asked for strong 
support from the Louisiana group. In dis- 
cussing Title II, Mr. Finkbine commented 
that trouble is being experienced in securing 
FHA committments large enough to cover 
increases in building costs. 

The ten outstanding operating practices 
in yards making an average profit, and not 
found in those losing money, were outlined 
by Arthur A. Hood, of Johns-Manville. 
These were: Attractive office exteriors and 
interiors, national brand merchandise prop- 


erly displayed : adequate advertising experidi- ~ 


tures; a lead-following system; time and 
payment financing ; intelligent sales methods ; 
cash discount basis and expense control; in- 
ventory and turnover control; and full use 
of association facilities. Mr. Hood then put 
on a skit to emphasie the points he made. 

Ruford Smith, of Lafayette, won the day’s 
attendance prize. A general discussion of 
advertising was participated in by Alfred 
Roberts and F. Lisle Peters, of Lake Charles ; 
Lee Hodges, of Monroe; Albert H. Wolff, 
of Shreveport; Ben L. Johnston, of New Or- 
leans; Andrew Broussard, of Abbeville; and 
E. P. Walther, of Thibodaux. W. M. Lock- 
hart, secretary of Mississippi Retail Lumber 
Dealers’ Association spoke briefly. 


Defense Selling and Market Extension 


Retail dealers were told of the good job 
done by the industry in promptly furnishing 
needed materials for Army Camps, during 
the morning session Thursday, by M. L. 
lleishel, of Shamrock, Fla., president Na- 
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tional Lumber Manufacturers’ Association. 

More details of his statement are given 
in the report of the Southern Pine Associa- 
tion meeting. 

I. N. Tate, vice president, Weyerhaeuser 
Sales Co., pointed out that trees, unlike other 
natural resources, are a crop. To bring 
about the growing of more trees, we must 
find the market for them. The retailer, he 
said, can do his part by pushing lumber sales, 
using installment sales of homes as a means. 
He lauded progress in package selling. 
Those dealers who feel they lack a market 
were urged to go look at the buildings within 
a five block radius of the yard; or to take 
a five mile drive through the country. 

At the luncheon meeting, Maj. James E.. 
Crown, managing editor New Orleans States, , 


‘advised the-dealers to adopt a determination’ ‘ 
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that when this emergency is over that there 
be less control. 


Says FHA Raises Retail Service 
Standards 


The influence of FHA on the building in- 
dustry in Louisiana was reviewed by Fred 
L. Bailey, its state director, who asked, 
don’t you feel that FHA, aside from creating 
much new business as a Federal agency, 
has had a very beneficial effect in raising 
and maintaining good ethical practices in 
your business? It has worked for homes of 
much higher structural soundness, much 
more attractively designed for comfort, 
creating an even greater appeal to the would- 
be owner. I believe FHA is also having 
the effect of discouraging the use of inferior 
materials and is helping to bring about a 
more standard and uniform supply of stocks 
in your yards, he asserted. Mr. Bailey went 
on to say that while many quality builders 
have not used FHA, its influence for bette: 
construction and use of better materials has 
resulted in a majority of builders now doing 
higher type work. He commended the close 
co-operation between the association and 
FHA. 

Discussion of termite control, by Walter 
Scales, of TECO, was followed by the 
sound-movie on “Design for Happiness” 
homes created jointly by FHA and Libbey- 
Owens-Ford Glass Co. 


Dealers in Joint Banquet with SPA 


P, A. Bloomer, of Fisher, La., president, 
Southern Pine Association, presided over a 
joint banquet of the two organizations in the 
evening. He introduced the new dealer 
association officers. In a brief inspirational 
address, C. C. Sheppard, chairman of the 
SPA Defense Committee, urged the necés- 


". sity, of lengthening the work week, not as 


a matter of money but of saving America. 
The progress of the dealers in their State 
association during the past year was praised, 
and tribute paid to R. Needham Ball, asso- 
ciation secretary, for his excellent services. 


Officers elected were: 

President—Ben L. Johnston, New Or-., 
leans (re-elected). ee 

First vice president— Andrew Brous- 
sard, Abbeville (re-elected). 

Second vice president—A. Lee Hodges, 
of Monroe, La. 

Treasurer—George E. Knoop, New Or- 
leans (re-elected). 

Secretary-manager — R. Needham Ball, 
Baton Rouge (re-elected). re 
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SPA WILL EXTEND ITS SERVICES 


Recommend Renewal of Promotion and Public Relations Programs; 
Discuss Transportation, Industry’s Efforts, and Reviews Past Year 


New Or.eANns, La., March 18.—A meet- 
ing of the directors of Southern Pine As- 
sociation, at which recommendations of the 
advertising and trade promotion committee 
and the conservation committee were con- 
sidered, preceded the opening of the associa- 
tion’s annual convention here. 


1941 Officers Are Elected 


Earl M. McGowin, of W. T. Smith Lum- 
ber Co., Chapman, Ala., long an active com- 
mittee member, and whose firm is noted for 
its advanced forest conservation program, 
was elected president of the association. He 
succeeds P. A. Bloomer, of Louisiana Long 
Leaf Lumber Co., Fisher, La., whose un- 
flinching devotion to his duties as president 
during two terms was praised in a resolu- 
tion adopted by the subscribers. J. W. Fore- 
man, of Foreman-Blades Lumber Co., Eliza- 
beth City, N. C., was reelected first vice 
president, and Paul T. Sanderson, of Texas 
Long Leaf Lumber Co., Trinity, Tex., sec- 
ond vice president. F. L. Adams, of Adams- 
Edgar Lumber Co., Morton, Miss., was re- 
elected treasurer. H. C. Berckes continues 
as secretary-manager. 

A brief review of the traffic situation by 
Eli Wiener, Angelina County Lumber Co., 
Dallas, Tex., chairman of the transportation 
committee, provided the opening topic for 
the afternoon’s session. Mr. Wiener pointed 
to the proposal that rail lines advance rates 
from South and Southeast territory to east- 
ern points by at least 5 cents per 100 pounds. 
The break-bulk Coastwise steamship lines, 
on Dec. 15, 1940, advanced the rates $1.50 
per thousand feet, or equivalent to 3.75 cents 
per 100 on 4000-pound stock, and the pro- 
posed rail advance would permit a further 
increase by water lines of 50 cents per thou- 
sand feet or the 1.25 cents per 100-pounds, 





basis 4000 pounds. These increases are being 
given joint consideration by the Interstate 
Commerce Commission and the U. S. Mari- 
time Commission. If the increase is granted 
without corresponding higher rates on com- 
petitive materials, it would work against 
southern pine, declared Chairman Wiener. 
It was pointed out that the proposed ad- 


vance of intercoastal water rates $1 per 


thousand had been deferred by Maritime 
Commission orders. 

The transportation committee was re- 
ported pressing the matter of dunnage al- 
lowance in closed cars, bracing having be- 
come a_ necessity because of high train 
speeds. The chairman advised that Tariff 
No. 2, covering origins west of the Missis- 
sippi River, will be distributed shortly. 

The report of Chairman Wiener followed 
a luncheon meeting of the transportation 
committee, at which A. G. T. Moore, de- 
partment manager, submitted a comprehen- 
sive report of the year’s activities and at 
which matters of policy were discussed. 


Retail Leaders Praise SPA Co-operation 


Co-operation of the Southern Pine Asso- 
ciation in fixing a meeting day in conjunc- 
tion with the retailers was lauded by Ben 
L. Johnston, New Orleans, president of the 
Louisiana dealers’ association, who spoke 
briefly. Achievements of the National Re- 
tail Lumber Dealers’ Association were out- 
lined by Roger Finkbine, Des Moines, Iowa, 
president of that organization. The SPA 
was urged not to overlook the retailers in 
their publicity campaign, and it was said by 
Mr. Finkbine that many are wondering 
what will happen to home building if costs 
go up. He lauded Mr. Fleishel’s address to 
the retailers, in which unfairness in propa- 
ganda against lumber was revealed. 


Defense Service Postpones Promotion 
Program 

Disruptions of the consent decree, which 
involved adjustment of internal affairs, and 
the war interfered with the activities con- 
templated by the advertising and trade pro- 
motion committee prior to the last annual 
meeting, according to Dave Thompson, of 
Angelina County Lumber Co., Keltys, Tex., 
in his report for the group. Sudden quick- 
ening of Defense activities about nine 
months ago had made it necessary to dras- 
tically curtail the usual trade promotion. 
Every effort of the trade promotion staff of 
SPA was directed toward complete coopera- 
tion in the Defense program, vital to the 
southern pine industry, he said. Guidance 
in proper specification of southern pine en- 
abled its manufacturers to meet the require- 
ments for tremendous quantities in a brief 
period with maintenance of recognized 
standards. Renewal of SPA literature was 
recommended, and support of the NLMA 
code work and dealer information service 
urged. 

Achievements of the southern pine indus- 
try in its march toward forest conservation 
and a perpetual-yield basis were portrayed 
at a meeting in which operators gave re- 
ports as to practices followed in a cross- 
section review of the south, H. M. Seaman, 
of Houston, Tex., committee chairman, pre- 
sided. R. F. Hammett, assistant chief for- 
ester of the U. S. Forest Service spoke 
briefly. 

Savings effected in better milling prac- 
tices developed during a half-century were 
reviewed by W. T. Neal, Brewton, Ala., 
who told how the sawmills swapped food for 
timber with the settlers in the 80’s. He 
urged that more co-operation is needed. 

Opportunity to be of service to engineers 


Picture taken at joint banquet of Southern Pine Association and Louisiana Building Material Dealers’ Association in New Orleans, La., recently. 
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and architects in the connection with De- 
fense industrial projects was stressed by W. 
H. O’Brien, SPA field engineer, in a report 
to the advertising and trade promotion com- 
mittee. He touched on the studies under- 
taken by the Georgia School of Technology, 
a co-operative project involving tests of 
paint formulas to determine which are best 
suited to different species. 


President Says Public Must Be Told 
Industry Aims 


Necessity for stronger, rather than less, 
industry organization to meet conditions 
was stressed by President P. A. Bloomer 
in his annual report. Orders on file and 
the immediate outlook for additional busi- 
ness may seem encouraging, he said. “This 
situation may inspire the illusion that in- 
dividually we are sufficient unto ourselves. 
It would appear, however, that the founda- 
tion is already being laid to induce public 
acceptance (if not demand) for a more 
rigid control of all our operations. In the 
days ahead, we shall need the combined in- 
telligence and counsel of all of us. Let us 
not overlook the value this organization may 
then be to us, if its strength and vitality is 
maintained. Mr. Bloomer went on to com- 
ment on the movement supported by the 
U. S. Forest Service, to have vested in 
governmental hands certain powers which 
may have the effect of regulating the cut- 
ting of timber. Part of his speech follows: 
“No one contends that cutting and refor- 
estation methods can’t be improved. Since 
the days of the first Roosevelt, when the 
agitation for better forest practices began, 
there has been a general and continuous im- 
provement. Lumbermen have acquired more 
knowledge of forestry. Our schools, under 
the stimulation of State Conservation agen- 
cies have helped spread information about 
it. There are cases of clean cutting, but sel- 
dom can it be laid at the doors of lumber- 
men. In our southern forests, the greatest 
menace to their perpetuation is fire, for 
which in the majority of cases the public 
is responsible. In the arguments of the pro- 
ponents of regulatory laws, much is said 
about their representing the public. 

For a number of years many in our in- 


Seated center: Earl M. 
McGowin, Chapman, 
Ala., new president of 
Southern Pine Associ- 
ation. On the left: 
Paul Sanderson, Trin- 
ity, Tex., second vice 
president; on the 
right: J. W. Foreman, 
Elizabeth City, N. C., 


first vice president 


Standing: left to right: 
H. C. Berckes, New 
Orleans, La., SPA sec- 
retary-manager, and 
Frank L. Adams, Mor- 
ton, Miss., treasurer 


dustry have been enduring a precarious ex- 
istence. With mounting costs in the way of 
wages, as well as various and sundry taxes, 
State and Federal, they have been hard put 
to make ends meet. In some quarters a fa- 
vorite way of criticizing our _ present 
realization is to compare it with that being 
obtained before the market reacted to the 
increased demand. If we are to escape fur- 
ther punitive laws, if we are ever able to 
hope for the amendment of present regula- 
tions, the people of this country must be 
informed, and kept informed as to what this 
industry is trying to accomplish.” 


Supply-Demand Governs Lumber Prices 


A review of the industry’s efforts in con- 
nection with Army material was given by 
M. L. Fleishel, Shamrock, Fla., president 
of the National Lumber Manufacturers’ As- 
sociation, who told what appeared to him an 
unreasonable attitude on the part of Leon 
Henderson, Defense Price Commissioner, 
who refused to consider a fair presentation 
of the facts regarding Defense lumber buy- 
ing. Said Mr. Fleishel in part: 


“Henderson’s statement that the price of 
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lumber was still going up in November is 
not borne out by facts, and since that time, 
in spite and regardless of him, prices con- 
tinue to go down, but only for and from 
the same reasons that have always made 
lumber prices go down, which, as we well 
know, is the fact that there was not a 
greater demand for these special items than 
there was lumber, because, as I expressed 
it earlier, the mills generally, throughout 
the country, had firmly set themselves to 
producing the very abnormal quantities of a 
few items for which the War Department 
had been calling. 

“I felt sure and told him that this ques- 
tion of prices was wholly within the prov- 
ince and power of the various Governmental 
departments, since they were the buyers of 
this product, and the level of prices, of 
which he complained, in my opinion was 
born of only one thing, and that was that 
at that time there were 600 to 700 separate 
governmental agencies and contractors bid- 
ding for exactly the same lumber, and there 
were any number of instances where vari- 
ous departments of the government were 
paying as much as 25 or 30 percent more 





This banquet was arranged by the Louisiana Building Material Dealers’ Association; P. A. Bloomer, retiring SPA president, acted as toastmaster 
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P. A. BLOOMER, cK. = 
Fisher, La.; 
Past President 


SHEPPARD, 
Clarks, La.; 
Defense 


for the same items of lumber the same day. 
The large number of cost-plus-fixed-fee 
contractors were simply bidding $1, $2, $5, 
or even $5 per thousand higher for certain 
items of lumber than some other Department 
was offering to pay for it. The industry 
urged co-ordinated buying by the Govern- 
ment in the very beginning, and if this ad- 
vice had been followed, and anything ap- 
proaching a reasonable notice for beginning 
of deliveries of this lumber had been given, 
hundreds of thousands of dollars would 
have been saved for the Government, with 
no loss to the mills. 


Explanation of Prices 


“\ great deal of this high average price 
of which Mr. Henderson complains came 
from the fact that a large portion of this 
lumber was taken out of eastern wholesale 
vards, where much expense had been put on 
this lumber, and the hurry up deliveries to 
these yards raised the price of this lumber 
$10 to $15 a thousand, yet in the final an- 
alysis Mr. Henderson charged up this high 
average price created by these facts to the 
lumber industry, with the implication that 
this added number of dollars had gone to 
the mills, which was not the case at all. 

“It is unfortunate and regrettable that the 
industry should have had this curse put upon 
them by an uninformed Government em- 
ployee, and while the prices of these ab- 
normally priced items of lumber have re- 
ceded to practically the present cost level 
of the average mill, they would have done 
so much earlier had the natural law of 
supply and demand been given any range 
whatever in which to operate. Time and 
performance, in my judgment, have definitely 
proven that the lumber people were not only 
profiteers, but that they have done a good 
job.” 

- Charles E. Dunbar, Jr., of New Orleans, 
general counsel for the Southern Pine As- 
sociation, reminded the manufacturers that 
under the consent decree they are in a sense 
under regulation. Agents, under the decree, 
can go through your files, to see if you are 
complying, he said, so their appearance need 
not cause apprehension. Mr. Dunbar, who 
also is counsel for the Southern Pine In- 
spection Bureau, told of expressions ex- 
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tended to the Government conveying the de- 
sire of the manufacturers to co-ooperate and 
the responsibility of the Government to as- 
sist in causing the quasi-regulation to be a 
success. 

Sid L. Darling, of New York, secretary 
of the National-American Wholesale Lum- 
ber Association, urged close co-operation 
between manufacturers and members of his 
group, stressing that both have only one 
thing to sell, namely, lumber. He urged the 
industry to fight back at its critics; that 
silence under attacks is taken as admission. 

M. L. Grundy, of New Orleans, presi- 
dent of the National Association of Com- 
mission Lumber Salesmen, spoke of his or- 
ganization, its code of standards, and urged 
the manufacturers to undertake expansion 
of its promotion work. 


Forest Service Outlines Cutting 
Regulation Plan 


The forest land situation as viewed by 
Karle H. Clapp, acting chief of the U. S. 
Forest Service, and the intention of the 
service in respect to regulation was con- 
tained in a message read to the manufac- 
turers by R. Hammett, assistant chief. 
After the review of conditions as seen by 
the Service, he said: 

“We are living in a new and very differ- 
ent world from that of twenty-five years 
ago. This new world has brought a new 





SID L. DARLING, H. M. SEAMAN., 
New York City; Houston, Tex.;: 


Wholesalers Conservation 

conception and a much fuller realization of 
the extent to which the public interest per- 
meates and dominates things which we used 
to consider very narrowly in the private 
interest. The public interest in our private 
forests is a much broader and deeper and 
more far-reaching thing than we used to 
think. This, in all of its implications, is 
the fundamental reason why I stand un- 
equivocally for public regulation. Public 
regulation is in fact one of the two means 
which will give us positive assurance of 
safeguarding the broad public interest in 
our forests. The only other means is public 
ownership. As one realist to others, I shall 
be interested to learn if the members of 
the Southern Pine Association really be- 
lieve that there are essential differences be- 
tween the public interest and their own in- 
terest, at least in the long run. To me the 
two interests coincide, and if you safeguard 
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the public interest, you are most likely in 
the long run to serve your own. If we in 
the public service safeguard the public in- 
terest, we are most likely in the long run 
to safeguard your interests. I believe that 
this is true of a measure like public regu- 
lation. 


Principles Basic to Public Regulation 


“Since the Forest Service and the Depart- 
ment of Agriculture have recommended a 
combination of State and Federal regula- 
tion, I shall indicate certain fundamental 
principles on which those recommendations 
are based, and then review some of the more 
important provisions and safeguards we be- 
lieve should be included in Federal legisla- 
tion for it. One of these principles is that 
requirements for woods and other practices 
shall, to start with, be simple but adequate 
to stop further destruction of our forests, 
to stop further deterioration, and to keep 
forest lands reasonably productive. Another 
is that woods and other requirements shall 
(a) be adapted to and vary with local situ- 
ations and conditions on the ground; and 
(b) be as evolutionary in their development 
as forest land-owner opinion, public opinion, 
and other conditions permit. A third prin- 
ciple is that free play of democratic proc- 
esses and safeguards against objectionable 
bureaucracy shall be assured, but that safe- 
guards shall also be provided against seiz- 
ure of the regulatory machinery by the 
interests to be regulated. A fourth is that regu- 
lation shall be nation-wide, with only rela- 
tively minor exemptions where not necessary 
to the purposes of the legislation. A_ fifth 
fundamental principle is that, in order to be 
successful, (a) responsibility for regulation 
and for enforcing it shall be vested in pub- 
lic agencies, but that (b) administration of 
regulation shall be decentralized. 


Industry Co-operation, Public Owner- 
ship, Research 


“Public regulation is one of the most im- 
portant provisions of the nation-wide forest 
program we have recommended, but it is 
not the only important one of all those that 
are grouped into three broad sections. The 
first section includes public co-operation 
with private owners, and private co-opera- 
tion with the public assured by public regu- 
lation. The second section includes exten- 
sion of public ownership and management 
of forest land—community, State, and Fed- 
eral. The third section of this program has 
to do with forest research. 

“Many members of the Southern Pine As- 
sociation are familiar with many phases of 
Forest Service research. With the Forest 
Survey, for example, and work on the Cros- 
sett and other experimental forests in the 
South. Many of you have applied results 
of this research to the solution of your own 
problems. The Forest Service believes that 
forest research should supply the technical 
basis for the management, protection, and 
utilization of timber—in whatever owner- 
ship—and for the management of other for- 
est land resources and services. 

“I hope that I have left with you the 
conviction that while we in the Forest Serv- 
ice want to approach the whole question of 
public regulation realistically, we want at 
the same time to approach it as sympathetic- 
ally and helpfully and constructively as we 
possibly can,” concluded Mr. Clapp’s paper. 
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Highlights SPA, Louisiana Meetings 


P. A. Bloomer of the Louisiana Long Leaf 
Lumber Co., Fisher, La., acting as toastmaster 
at the dinner-dance given by the Louisiana 
dealers with southern pine manufacturers as 
guests, was delayed in starting the evening’s 
proceedings by a popular demand for a song- 
fest. This was led by the rich baritone 
voice of Arthur Temple of the Southern 
Pine Lumber Co., Texarkana, Ark. Greatly 
surprising those who had never heard his 
singing voice before, his microphonic leading 
soon had the entire audience singing and 
clamoring for more. At the piano was Mrs. 
I. N. Tate, wife of the vice president of 
Weyerhaeuser Sales Co. 


* *K * 


Sitting in the audience at the open session 
of the Advertising and Trade Extension 
Committee of the Southern Pine Association, 
one heard whispers of query as to just who 
the quiet-mannered, soft voiced, but effective 
presiding officer of the session was. For 
the benefit of those who might have left the 
convention without meeting or ascertaining 
the name of that officiator, it was Dave W. 
Thompson of the Angelina County Lumber 
Co., Keltys, Texas, who presided in the 
absence of O. N. Cloud, chairman of the 


committee. 
* * * 


After the election of Earl M. McGowin 
of the W. T. Smith Lumber Co. of 
Chapman, Ala., as the new president of the 
Southern Pine Association, it was brought 
out that for the past eight months he has 
been devoting the major portion of his time 
as a “dollar-a-year-man” in Washington as 
a member of the Lumber and Timber Prod- 
ucts Defense Committee. A certain amount 
of curiosity was expressed at the closing 
session by C. C. Sheppard of the Louisiana 
Central Lumber Co., Clarks, La. as to 
whether Mr. McGowin would be entitled to, 
and get, the entire salary of one dollar, or 
if it would be pro-rated. Any answer to 
the query was drowned in the applause given 
Mr. McGowin upon his acceptance remarks 
as the new SPA president. 


* * 


W. T. Angline, special representative of 
the Saluda River Lumber Co., Cleveland, 
S. C. showed his intense interest in the SPA 
convention—the first he has ever attended— 
hy being present at every session and meeting 
a great many manufacturers and. dealers 
whom he contacted a number of years ago 
for other concerns. Mr. Angline made 
it known he would be at all possible con- 
ventions in the future. 


* * x 


John T. Erwin of Crossett Lumber Co.., 
Crossett, Ark., had the honor of being forced 
to buy the first new hat during the con- 
vention. During the early morning session 
of the Advertising and Trade Extension 
Committee, a certain, disturbing odor of 
burning fabric caused a great deal of appre- 
hension for awhile among those present. 
First one member and then another would 
look around the room; then feel his own 
match pocket to see if his safety matches 
were still safe, but lo, it was only that Mr. 


Erwin had parked his hat on top of a high 
powered lighting standard, and the burning 
bulb did the trick. A new fedora was the 
forced result. 


* Ke * 


R. H. Haener, salesmanager of Cole Manu- 
facturing Co., Memphis, Tenn., was one of 
those appearing to take great personal de- 
light in actively meeting both dealers and 
the public attending the Exhibit of Build- 
ing Materials. The Cole booth contained, 
among other items in their line, a complete 
installation of ‘Permatite’ Window Units 
which attracted a great amount of interest. 


* * 


Although the SPA convention naturally 
was in the interests of pine lumber, a large 
number of SPA members, and other pine 
manufacturers also manufacture hardwood 
lumber. Not wanting to miss a single idea 
that might assist his members, Ed. R. Linn, 
secretary-manager of Southern Hardwood 
Producers, (Inc.), was an interested attend- 
ant at all sessions. Mr. Linn was in New 
Orleans completing plans for the annual 
convention of SHPI, which will also be held 
in New Orleans on March 26 and 27. 


Members of the Bradley Lumber Co. of 
Arkansas, Warren, Ark., who were unable 
to attend these two conventions, should, and 
undoubtedly did, have the privilege of getting 
a complete résumé of everything that oc- 
curred when salesmanager F. W. Girdner 
returned to Warren. The voluminous notes 
made by Mr. Girdner practically entitled him 
to a seat at the press table. 


* * * 


There were at least three other conven- 
tionites named “McGowin” present to help 
welcome Earl M. in as the newly elected 
SPA president. Willis B. McGowin, of 
W. M. McGowin Lumber Co. of Pine 
Apple, Ala., was there, as was N. Floyd 
McGowin of W. T. Smith Lumber Co. 
of Chapman, Ala. Then, too, Mrs. Earl M. 
McGowin was there and showed, by her 
intensely pleased look of admiration, that 
she was in full accord with the honor be- 
stowed upon her husband. 


* * * 


At least part of the beau brummel honors 
of the convention will have to be awarded 
to Tom DeWeese of the A. DeWeese Lum- 
ber Co., Philadelphia, Miss. According to 
those who checked up on it, Tom appeared 
at each session with complete change of 
“Esquire-ish” ensembles of harmonious color- 
ings. 


SPA Defense Group Reviews 
Progress; Votes Continuation 


New Or eans, La., March 18.—Continu- 
ance of the Southern Pine Emergency De- 
fense Committee and of the voluntary as- 
sessment of 3 cents per thousand feet for 
financing it was voted unanimously at a 
meeting here March 14 of the southern pine 
manufacturing industry. The feature of the 
meeting, over which C. C. Sheppard, Clarks, 
La., presided, was a talk given by E. J. 
McEvoy, Chief of the Materials Section, 
Procurement and Expediting Section, Con- 
struction Division, Office of Quartermaster 
General. 

In opening the session, Mr. Sheppard out- 
lined the steps taken in the formation of the 
Defense committee and its supporting finan- 
cing. He pointed out that the committeé 
has performed a tremendous job. When the 
committee was formed, Mr. Sheppard re- 
minded the manufacturers, it was his state- 
ment that the industry would produce what- 
ever would be needed for the Defense 
movement. 

While the manufacturers can’t talk price, 
he said, it is obvious that the law of supply 
and demand has become operative; higher 
prices have called into operation hundreds of 
small mills, and these will pass out again 
when the price declines. The Defense steps 
involve a big program, he said, and mis- 
takes were made. The situation has been 
straightened, credit for which should go to 
General Summervall and Mr. McEvoy. 

W. D. Parlour furnished details of the 
work, the magnitude of which was hard to 
conceive. The Army’s office bought 820,000,- 
000 feet. In some cases contractors bought 
the first ten percent of their camp require- 


ments to initiate work; in others the lumber 
was all contractor bought. In all 1% billion 
feet has been involved. The situation, he 
said, could be summarized in the statement 
that 8 months ago we had no camps; we 
have them now. 

Defense officials found the industry’s com- 
mittee of infinite value, said Mr. Parlour. 
The cooperative work of the committee has 
been one of voluntary priority and obviated 
mandated priority. He described the reserve 
“stock pile” buying. 

When the camp program was initiated, 
said Mr. McEvoy, it was thought that con- 
tractors would buy all the material. It was 
found this would not work on such a large 
program and the set-up of the purchase sec- 
tion was effected. The program involved 
208 projects and their execution was either 
on lump sum contract, purchase and hire 
contract, or fixed fee contract basis. 

When it was found that the regular pro- 
cedure of purchase did not work, the new 
system was used under which you come in 
the morning to bid, knowing what you had 
to offer, and went home in the evening know- 
ing definitely what you had sold. In the 
selection of names of those receiving invita- 
tions to bid, the consideration given is to 
those in a position to sell; facilities are not 
available to send invitations to all or to 
handle them if they came to an opening. 

Mr. McEvoy stated there existed a feeling 
of gratitude toward the industry for what 
had been accomplished; this, although there 
had been differences. The amount of green 
lumber that got in has been insignificant, 
and that of resale at higher prices of lumber 
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already booked not extensive. This was ac- 
complished despite the fact that the buying 
organization was created overnight. If the 
job were done over, of course it would be 
better done. 

Every effort should be made to keep the 
price at a reasonable level, declared Mr. 
McEvoy. 

Creating Lumber Reservoir 

The reason for the placing of orders for 
the 300 million feet of “stock pile” lumber, 
he said, is to create a reservoir from which 
to draw, to provide the industry with the 
impetus to keep up its production, and to 
stabilize and control price. Criticisms of the 
allocation of the stock pile orders, he said, 
will yield to examination. There is no in- 
tention of trying to corner the market nor 
to create an artificial market. If every man 
does his part the lumber industry will come 
through with flying colors. 
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In response to questions from the manu- 
facturers, Mr. McEvoy said that if the in- 
dustry happens to overproduce in the effort 
to meet the demand what might result? The 
answer was that with conditions as indicated 
all (southern pine lumber) that can be pro- 
duced will be used. 

The items for the next program will be 
substantially the same; there is some study 
for changes but not important. 

If war should end (where will we be)? 
Answer: I don’t know, but if the damage 
from the war is like we hear it is, there will 
be a place to ship lumber. 

The government has no preference among 
manufacturer, wholesaler or retailer. Each 
has a place in the picture. The government 
buys from all three. 

Earl McGowin, the new SPA president, 
complimented Mr. McEvoy, stating he must 
have done a good job or he would have 
been swamped with questions. He com- 


March 22, 1941 


mented that he had seen the (McEvoy) staff 
work to get the lumber; had witnessed the 
cooperation, saw how they sought to ascer- 
tain how the trade functions; asked ques- 
tions about specifications and species, and 
had worked to make their lists (for invita- 
tions to bid) comprehensive. 

Richard Campbell, NLMA trade extension 
expert, discussed the uncertainties involved 
in the Defense housing program, of which 
there are 90,000 family units projected now. 
The projected program includes from 7,000 
to 9,000 auto trailers, which will be used 
where there is little likelihood of tenure be- 
yond a few months, possibly while building 
is going on; portable or demountable dwell- 
ings which after the emergency would prove 
a drug on the market because the population 
would leave, and which would present some 
salvage value, and the permanent type of 
building, which may be cut and built or may 
be precut or prefabricated. 


Southwestern lowans Discuss Laws 


Counct. Btiurrs, 1a., March 17.—Pro- 
posed legislation dealing with such problems 
as new assessment methods, fair trade prac- 
tices, the roving trucker and merchant, and 
a score of lesser legislative items occupied 
the bulk of March 6-7 for the thirty-sixth 
annual convention here of the Southwestern 
Iowa Retail Lumbermen’s — Association. 
Some 200 were registered for the two-day 
sessions. 

New president of the organization is J. W. 
Behm of the Green Bay Lumber Co. of 
Shenandoah, succeeding M. J. Welch of 
Hamburg. Vice president is C. N. Wilson 
of the Creston Lumber and Coal Co., 
Creston, and Fred J. Hazelton of the Craw- 
ford Lumber Co., Council Bluffs, was re- 
elected secretary. 


Enforcing Truck Laws 


The most lengthy question and answer 
period, built around the open forum idea 
for the convention, developed following the 
talk of Ray Spatz of Des Moines, represent- 
ative of the state motor vehicle department, 
who spoke on enforcement of the Iowa itin- 
erant truck law. 

\mendments to the law now _ proposed 
will make the law more workable, Spatz 
declared, adding that the department is in 
a better position this year to work on en- 
forcement of the measure. 

Spatz stressed the need of local mer- 
chants acquainting their own local peace 
officers with the provisions of the law and 
urging that violators not displaying the 
itinerant license plate be “hauled into 
court” and fined. He promised cooperation 
of the department in handling the cases. 

Discussing the proposed Iowa fair trades 
bill, Ralph Kittinger of Des Moines, of the 
state wholesale food distributors, told deal- 
ers that “no one has a patent on loss leader 
merchandising.” 

“There have been a lot of so-called fair 
trade laws declared unconstitutional, but 
that is where an attempt has been made to 
do more than forbid the merchant to sell 
helow cost,” Kittinger declared. 


The proposed Iowa measure, he stressed, 
makes no attempt to establish a fixed price 
or to eliminate competition. It’s sole pur- 
pose, he said, is to forbid the sale of mer- 
chandise below cost. 

Many are lax in handling their public re- 
lation problems, Henry Nielson of Des 
Moines, secretary of the Associated Retail- 
ers of Iowa, told the dealers. Our prob- 
lems aren’t known, and the reason is that 
we keep them to ourselves. 

Considerable discussion took place on a 
proposed Iowa law which would change the 





method of arriving at assessments for real 


estate taxation. Dealers are to give the 
measure further study and report their 
opinions to Ormie C. Lance of Minneapolis, 
secretary of the Northwestern. 


Basis of Assessment 


The assessment would be figured as _fol- 
lows: 

Assessors would take the annual pur- 
chases of a business, divide them by 12 
and declare that to be the average monthly 
purchase. To arrive at the assessment value 
they would take 60 percent of the average 
monthly purchases. Under the present Jaw, 
assessors take 60 percent of the inventory 
as of Jan. 1. 


Following Lance’s explanation of various 
measures before the Iowa legislature, sup- 
port was indicated for amendments to the 
itinerant truck law, changes in the garnish- 
ment act and approval of the anti-trade di- 
version bill. 

Oscar A. Brandt of Des Moines, FHA 
director, told dealers that 1940 building op- 
erations—as far as FHA were concerned— 
increased 50 percent over 1939. He urged 
them to continue to cooperate with the 
state FHA office in keeping the FHA poli- 
cies sound. 


Newly elected officers 
of the Southwestern 
lowa Retail Lumber- 
men's Association are, 
left to right: C. N. Wil- 
son of Creston, vice 
president; J. W. Behm 
of Shenandoah, pres- 
ident, and Fred J. Ha- 
zelton of Council Bluffs, 
secretary 


The biggest problem in the office, he 
said, was to keep prospective home builders 
from building something that costs more 
than they can afford. 

“You know the average typical American! 
He wants the moon with a fence around it 
and asks only ‘where do I sign?’ We have 
kept FHA on a sound basis and we want 
to keep it sound.” 

William H. Badeaux, secretary of the 
Iowa Retail Lumbermen’s Association, said 
the association is opposing construction in 
Iowa of WPA storage yards for lumber, 
and is working with state officials in attempts 
to have the state board of control cease 
buying in carload lots in places where deal- 
ers are not given an opportunity to bid. 
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Optimistic Trend Is Foreseen 
at South Dakota’s Annual 


Stoux Fatis, S. D., March 17.—Declar- ica. It is led only by urban residential build- 
ing that “the building industry is the last ing, and is greater than factory building, big- 





big local business industry in the nation,” 
John C. Van Etten, West Coast Lumber- 
men’s Association, urged South Dakota's 
lumbermen at their convention in Sioux 
Falls, March 5-6, to cooperate in organiz- 
ing a national public relations program. 

Although the lumbering industry has felt 
the first and heaviest impact of the De- 
fense program with huge orders, Mr. Van 
Etten declared, there have been no serious 
delays of lumber destined for normal de- 
mands of retail dealers. 

The public should be told, he said, of the 
capabilities of the industry and its success 
in meeting the needs of the nation even in 
times of emergency, and this despite years 
of hardship in depression days. 

Mr. Van Etten’s address was one of the 
main speeches at the annual meeting of the 
South Dakota Retail Lumbermen’s Asso- 
ciation which attracted a registration of 900. 

Wallace MacLean of Mitchell was elected 
president of the association to succeed Peter 
Wick, Dell Rapids. D. W. Goldthwaite 
of Yankton was elected vice president of the 
association and Mr. Wick, the retiring 
president, was elected to the board of di- 
rectors for three years. Hiram G. Ross of 
Sioux Falls was reappointed  secretary- 
treasurer of the association. 


Foresees Large Volume of Business 


The delegates, meeting in an atmosphere 
of optimism because of improved building 
records in 1940, and the possibility of even 
hetter business prospects this year, were 
further cheered by Mr. Van Etten’s predic- 
tion that the “greatest wave of business the 
nation has ever seen” is rolling westward 
across the Mississippi, fed by private busi- 
ness expansion coupled with Defense spend- 
ing. 

The lumber industry, Mr. Van Etten de- 
clared, has come to a testing time because 
materials used for cantonment construction 
by the army are the same list of “everyday 
items” used in home building. ‘That,’ he 
explained, “is why deliveries to normal out- 
lets have been somewhat slowed up.” But 
there have been no serious delays. In the 
long view the industry remains fixed on 
these normal trade channels, looking toward 
its steady expansion. 

Today, he said, those desiring to purchase 
homes have three questions: “How much 
down?” “Am I = getting value for my 
money?” and, “Where do I sign and when 
do I move in?” 

As a solution to retailer problems he sug- 
gested a public relations program which 
would present to consumers “the fact that 
the building industry is the last big local 
industry in America.” 

R. C. Ferguson, Chicago, representative 
of Successful Farming, farm magazine, told 
the association that “the farm building mar- 
ket, totalling about $385,000,000 in 1940, is 
the second largest building market in Amer- 


ger than social, recreational and educational 
building.” 

Declaring “the stage is set for an expan- 
sion of the farm building market,” Mr. Fer- 
guson said, “South Dakota’s farm income 
in 1940 was about $30,000,000 more than 
in 1939. That’s an increase of better than 
20 percent or more than $330 for every 
farm. The increase is worth shooting for. 
It will help finance a substantial building 
program. It is expected that 1941 farm in- 
come in the state will be up another five to 
ten percent.” 

An increase in all types of building and 
construction throughout the Northwest re- 
gion during 1941 was predicted by Mr. Fer- 
guson. Farm income in the entire region 


was more than 8 percent higher in 1940 
than in 1939 and was higher than the na- 
tional average. This increase will mean. 
he said, that more homes will be built 
during 1941, and more improvements will 





HIRAM G. ROSS, 
Sioux Falls; 
Secretary-treasurer 


J.C. VAN ETTEN, 
Minneapolis, Minn.: 
Public Relations 


be carried out on farms. Business buildings, 
too, are expected to exceed the 1940 level. 

Praising the federal farm electrification 
program, Mr. Ferguson said it “has opened 
the door for one of the greatest farm home 
modernization programs you have ever 
seen.” 

In South Dakota, alone, there are six 
REA enterprises in operation, and nearly 
a dozen farm electric associations in vari- 
ous stages of organization. This electric de- 
velopment, he said, will bring business to 
every industry which is affected by farm 
building and improvements. 

The convention also passed a_ resolution 
“strenuously opposing” a then proposed state 
law which would grant reciprocity to out- 
of-state truckers. The resolution denounced 
the bill as “not for the best interests of 
business in South Dakota.” Wires sent to 
state senators apparently had an effect, for 
the bill was killed by the South Dakota 





PETER WICK, 
Dell Rapids; 
Retiring President 


W. MacLEAN, 
Mitchell; 
New President 


Legislature on the day after the close of 
the convention. 

Speakers, in addition to Mr. Van Etten 
and Mr. Ferguson, at the convention in- 
cluded: Ormie C. Lance, Minneapolis, secre- 
tary of Northwestern Lumbermen’s Associa- 
tion, who discussed national and _ state 
legislation as it affects the lumber business ; 
W. A. Hatch, Seattle, Wash., representing 
the Red Cedar Shingle Bureau, who illus- 
trated his talk with the motion picture, 
“Land of the Totem.” 

A. P. Haake, Chicago, managing director 
of the National Association of Furniture 
Manufacturers; Sam W. Reynolds, Omaha 
coal dealer; Paul K. Meyers, secretary of 
the Sioux Falls Chamber of Commerce; Mr. 
Wick, the retiring president, and Mr. Ross, 
secretary-treasurer, who gave his annual 
report, were also on the program. 

Members of the Tri-State Association of 
3uilding Material and Coal Salesmen, who 
annually present entertainment features at 
the lumbermen’s conventions, elected Charles 
L. Strom, Sioux Falls, its president. 
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Niagara Dealers Dine, Elect 
Toronto, Ont., March 17.—The Niagara 
Peninsula Lumber Dealers’ Association, a 
branch of Ontario Retail Lumber Dealers’ 
Association, held a dinner meeting at the 
Fox Head Inn, Niagara Falls, Ont., recently. 
F. L. Lambert, Welland, presided. The 
main business was election of officers for 
1941:. President, P. J. Mathews, Niagara 
Falls; first Vice president, K. J. Shirton, 
Dunnville: second Vice president, W. H. 
Harrison, Niagara-on-the-Lake: Secretary- 
treasurer, W. W. Shirton, Dunnville. The 
annual banquet will be held in April, and 
Laurie Davis, St. Catharines, was appointed 
chairman of a committee on arrangements. 


February Stock Millwork Out- 
put Up 42 Percent 


Production of stock sash, doors and 
frames during February receded 2 percent 
from the January volume, according to Na- 
tional Door Manufacturers’ Association, 
Chicago. This decline was described as a 
seasonal expectancy. Compared with Feb- 
ruary, 1940, last month’s production was up 
42 percent, the association announced. 
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PorTLAND, OreE., March 15.—Within the 
gleaming white walls of a 4500-square foot 
modestly styled building near the southern 
fringe of this city, a research program of 
far-reaching significance to the lumber in- 
dustry is to be extended during 1941. 

The building houses the laboratory of the 
Western Pine Association, representing 
manufacturers in eleven western States. It 
recently was expanded to provide for addi- 
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nologist, and has been with the association 
nearly seven years. He did undergraduate 
work in forestry at the University of Mon- 
tana, and graduate work at the University 
of Wisconsin. He later became associated 
with the Forest Products Laboratory, at 
Madison, Wis., and went from that position 
to his present one, 

Dr. Arthur B. Anderson, widely known 
in the East as a research chemist, recently 








Albert Herman, in Charge 


tional equipment and facilities for the staff 
of four especially trained experts. At the 
recent annual meeting of the association at 
Portland, $22,000 was budgeted for a year’s 
research, 

Accomplishments at the laboratory are of 
prime importance to the retail industry, as 
well as to the manufacturer, for a very large 
part of its effort is devoted to improved 
performance of the product in woodworking 
plants and in actual use in all types of con- 
struction. Its results can easily be inter- 
preted in terms of retailing of western pines. 


Staff Comprises Specialist Technicians 


The laboratory is under direction of Al- 
bert Hermann, who organized it for the as- 
sociation in 1925, and began its operations 
with a small amount of equipment but with 
a large and definite program in mind, 

Dr. Ernest E. Hubert is research tech- 





Dr. E. E. Hubert, Research Technologist 


was appointed to the staff after several 
years of work with lumber interests and 
others. 

On the staff also is Carl Rasmussen, a 
Portland-trained research engineer who has 
been working with western pines for sev- 
eral years, largely on specialties. 

The laboratory is divided into eight rooms 
arranged for activities in chemistry, wood 
preservation, timber physics, kiln studies and 
miscellaneous woodworking. The rooms are 
supplied with necessary equipment, which is 
kept up to date as the workers extend their 
studies into more intricate and highly .tech- 
nical fields, 


Gets Results in Preservation, Seasoning 


Of vast importance was development by 
the laboratory of Permatol, colorless, odor- 
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RESEARCH Improves Performance of 
WESTERN PINES and Widens Markets 


less and highly efficient preservative which 
has been granted the seal of approval of 
the National Door Manufacturers’ Associa- 
tion. Permatol is used in various toxic for- 
mulae for the treatment of sash, frames 
and other exterior millwork. 

At present its application to cedar poles 
is under study, and thorough research of 
commercial water repellent materials is go- 
ing ahead. During 1941 this effort will be 





Carl A. Rasmussen, Junior Engineer 


continued, both with and without toxic com- 
pounds. 

Another important phase of research de- 
veloped by the association is that of proper 
seasoning, both kiln and air. In addition to 
study at the laboratory, kiln operations at 
member mills are analyzed. Performance 
and design of kiln fans is a project espe- 
cially slated for 1941. 


Abrasion and Painting Being Studied 


Of direct benefits in the sales of western 
pines for heavy construction duty and other 
industrial uses, is the analysis of the re- 
sistance of pines to abrasion. A modified 
Kessler abrasion machine was especially de- 
veloped and, in this, specimen timbers and 
boards are subjected to severe stress and 
wear. The results of many years: of hard 
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service can be shown with the machine in a cause and prevention of brown discoloration for study of special localized problems that 
few minutes—just as, in Dr. Hubert’s sec- of light-colored paint finishes by a small arise from time to time. 
tion, 25 years of fungus attack on pines can percentage of the heartwood of certain The findings of the research workers have 
be accomplished in two months of testing species vastly increased the knowledge of uses and 
under incubation. am : services of soft-textured pines, and have led 
Under study in 1941 also will be paints In addition to the long-range projects con- to greater sales volume and to more satis- 
and painting problems as a major assign- stantly under operation, the laboratory staff factory performance of these species where 
ment. Currently under investigation are the is available to pine manufacturers and others either normal or unusual conditions exist. 


Three Forms That Help You 
PUT YOUR FINGER ON THE PROFIT ITEMS 


The three forms here shown are used in connection with the Iowa BALANCE SHEET enables the dealer to obtain, in condensed 
Retail Lumbermen’s Association accounting system, details of which form, the result of the month’s operations—in terms of beginning 
appeared in the March 8 issue of AMERICAN LUMBERMAN. inventory, receipts, and sales by count and in dollars, and also cost 

ITEMIZED MONTHLY EXPENSE form is designed for of sales from difference between value of beginning inventory and 
allocating various items of expense to the proper expense accounts. value of final inventory—for use in computing gross profit margins 
In the Iowa system, total overhead is figured as percentage of gross for each item classification. 
sales, and percentage is entered against each classification of items MONTHLY STOCK CHECK gathers the figures into con- 
of merchandise. For each classification, difference between dollar venient form for comparing the count or tally that the books show 
value of sales, and cost of goods sold, is treated as cost of sales, should be on hand, and the amount that is disclosed by actual 
and is figured also as percentage of gross sales. inventory. 
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Strips are tongued and grooved to form outside panels, 
locked together by mullion bars that throw water 


A “Shorts” 


Mapison, Wis., March 17.—After 
eral months of research, the division of in- 
dustrial investigations at the Forest Prod- 
ucts Laboratory here has worked out plans 
for a new, low-cost house of livability and 
heauty. Plans are based on use of a 16 x 
32-inch panel, and in the Laboratory ware- 
house is a corner section of a panel house 
showing how short lengths of lumber can 
be combined into a thing of beauty and a 
joy to the homemaker. 


Weather-Tight Outside; Decorative 
Inside 


Se@v- 


In essence the system involves the use of 
shop-finished building panels of uniform 
size for all parts of a house except the 
framing and roof. The individual panel is 
the width of one stud space and the length 
of two, and a certain proportion of half- 
panels, 16 x 16 inches, is used. The panels 
are made of narrow, solid wood cuttings one 
inch in thickness, and are of non-glued con- 
struction, with special treatment of joints to 
provide weather tightness on the outside, 
and a decorative appearance on the interior. 
They are for use in curtain wall construc- 
tion where conventional framing erected on 
the site is braced sufficiently to carry the full 
load without reliance on the coverage. 

One interior wall in the experimental 
house at Madison is composed of three- 
strip panels of red gum. The joints within 
the panels are deliberately emphasized to 
produce a tiled effect, and a decorative 
floating spline has been used to cover the 
joint and give the panel up-to-date distinc- 
tion. In this case, thin aluminum-covered 
paperboard was used, but a wide variety of 
inexpensive materials in various colors is 
available for joint treatment. 

Another wall has four-strip panels of elm. 
The ceiling panels are painted poplar, and 
the panelled floor is beech. The flooring 
panels are made up of strips of standard 
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Cut to Home Beauty 


flooring widths and patterns, and without 
the special joint spline. 

The exterior of the experimental bit of a 
house at the Laboratory is composed of 
16x32-inch panels in 3-inch strips, painted 
white. The strips are tongued and grooved 
to special water-resisting joints at edges and 










Panel Cleats —~ 


Panel Cleat is = 
a 


2*4Studs, [kX 
Winches | 
on center | 














Showing how panels are affixed to studs, 
with provision for insulation within in- 
side panels, and for ventilation of walls 


ends, and the mullion bars lock together and 
pitch water away from the top and bottom 
of the panels. 


Windows Must Follow 16-Inch Module 


To realize the utmost economy in this 
type of construction, the standard 16-inch 
module must be adhered to in planning. The 
system may be used for any size and shape 
of building. Window construction must 
follow the 16-inch module to avoid the nec- 





which are 


essity of cutting panels on the job. There 
are various alternatives, but in the Labora- 
tory house a bank of narrow casement sash 
was used, let in between the studs without 
the usual framing. The stud is used as a 
part of window jamb; balance of window 
frame is simple and economical. 

Built-in insulation fills the space formed 
by the vertical cleats on the back of the 
interior panels. Ventilation within the wall 
is achieved through horizontal cleats on the 
back of the exterior panels, which set the 
panels out from studding. 


Estimate Great Saving in Labor 


The saving in construction labor costs is 
estimated to be considerable. The panels 
can be fitted into the studs easily and speed- 
ily. The interior panels are tongued and 
grooved, so that in fastening them to the 
wall one end fits into the tongue of the pre- 
ceding panel without additional fastening. 
The other end is nailed to the stud through 
the protruding cleat. No face-nailing is 
used. An exterior panel crossing two stud 
spaces is nailed through the cleats to the 
studs at six places. The mullion bars of 
random lengths are also toe nailed to studs. 


Method Awaits Practical Test 


The Laboratory makes no claims con- 
cerning production costs and savings, since 
these will depend on the volume of produc- 
tion and the methods used at the panel- 
manufacturing centers. However, its esti- 
mates on material and labor as compared 
with similar items for the conventionally- 
built house indicate that panel construction 
will offer an approximate saving of 40 per- 
cent in materials for the walls, flooring, and 
ceiling of a two-story house, and a 30 per- 
cent saving for a one-story house. The sav- 
ings in labor costs for these items range 
from 15 to 20 percent. 





One exterior wall has 4-strip panels of elm; the other, 


3-strip panels of gum 
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*Here’s a firm you can depend on” 


“I’ve been doing business with these people 
for years and they have saved me money, 
time, and worry. They’ve really been my 
‘purchasing department’, leaving me valu- 


able time to concentrate on selling.” 


You, too, can profit by this experience. Use our 


service on your next order. 
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Much New Defense Construction 


WasHINGTON, D. C., March 17.—A three- 
point program for expediting Defense hous- 
ing was taking shape in Washington today, 
with two appropriations amounting to a 
quarter of a billion dollars going through 
the legislative mill, and plans in the making 
for increasing the tempo of construction 
activity. The first of the Defense housing 
appropriations is for $150,000,000 for con- 
struction of homes, and the second is a 
$100,000,000 appropriation to set up a 
housing insurance fund of $10,000,000 under 
the National Housing Act. 

Increasing pressure is being brought in 
Washington to speed up construction, con- 
siderable criticism having been leveled at 
administration of certain phases of building 
activity. Some criticism has been brought 
against the Public Buildings Administration, 
where, it has been said in unofficial quarters, 
bottlenecks have slowed down work on De- 
fense housing. 

In this connection, these same unofficial 
sources indicate that some changes in PBA 
administration may be forthcoming in order 
to speed up work. 


Dormitories and Trailers for Emergencies 


At the same time, a new program was 
being planned for “temporary shelter” in 
areas where acute housing shortages have 


occurred. This program takes the form of 
two types of housing—one in dormitories for 
single men, and the other, trailers for fami- 
lies. The temporary shelter program calls 
for 4,935 dwelling units, comprising 21 proj- 
ects in nine localities, and is designed to 
provide emergency shelter until more ade- 
quate accommodations can be provided. The 
localities in which the temporary shelters are 
to be located, under plans of Defense 
Housing Coordinator C. F. Palmer, are as 
follows: New London, Conn.; Erie, Pa.; 
Sidney, N. Y.; Baltimore, Md.; Orange, 
Tex.; Nashville, Tenn.; San Diego, Calif. ; 
3remerton, Wash., and Wilmington, N. C. 
The program will be financed with $5,000,000 
allocated to President Roosevelt for tem- 
porary shelter purposes, and calls for 2,035 
trailers and 2,900 units for single men. 
Although the trailers, or mobile housing 
units, will not involve the use of much 
lumber, the single men’s dormitories will. 
They will be built to meet minimum re- 
quirements established by the Division of 
Defense Housing Coordination. Much of 
this program will be managed by the Farm 
Security Administration, according to pres- 
ent plans, and will be handled in somewhat 
the same manner as the FSA conducted the 
shelter program for migratory workers. A 
large number of permanent dwelling units 








Four Walls and a Roof 
Make a Shelter 


—But they do not make a HOME. Nor do they sell 
or rent readily. For modern equipment and con- 
veniences most often determine 
house investment becomes a profitable property in- 
stead of a liability. Not least important is bathroom 
equipment; with 


SNO-WIT 


Most often specified by builders, architects and own- 
ers because of their known qualities of durable 
strength and beauty; for their modern convenience. 
First choice of hotels, apartments and homes for 
more than a quarter-century. 
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are in the process of construction in the 
areas where the temporary shelter is planned. 
The number of temporary units proposed 
follows: New London, 400 dormitories for 
single men; Erie, 200 family trailers; Sid- 
ney, 100 rooms for single men, and 35 family 
trailers; Baltimore, 300 units for single men; 
and 324 trailers; Orange, 400 for single men; 
Nashville, 200 for single men, and 450 trail- 
ers; San Diego, 1,000 units for single men 
and 50 trailers; Bremerton, 500 dormitory 
units and 200 trailers, and Wilmington, 
N. C., 325 trailers. 


Some Local Authorities to Buy Materials 


One expedient for speeding up construc- 
tion of Defense housing was announced by 
Federal Works Administrator John M. 
Carmody in an order giving greater freedom 
to local housing authorities for direct action. 
Twenty-five local housing authorities are 
affected, and more are to come under its 
provisions as the Defense housing program 
expands. According to the order, the local 
authorities are authorized to perform num- 
erous functions, among them the procure- 
ment of materials and supplies. The local 
housing authorities affected are: Birming- 
ham and Gadsen, Ala.; Alameda, Calif. ; 
Bridgeport and New Britain, Conn.; Jack- 
sonville, Miami and Pensacola, Fla.; Madi- 
son County, Ill.; Baltimore, Md.; Boston, 
Mass.; Newark, N. J.; Buffalo, Lackawanna 
and New York City, N. Y.; Wilmington, 
N. C.; Warren, O.; Bethlehem, Beaver 
County, Erie, Harrisburg, Philadelphia, Pa.; 
Newport, R. I.; Charleston, S. C.; Nash- 
ville, Tenn.; Corpus Christi and Orange, 
Tex., and Bremerton, Wash. 


New Contract Awards for Housing 


Several awards for Defense housing were 
announced by the Public Buildings Admin- 
istration, as follows: 

Vallejo, Mare Island, Calif., 924 units, 
awarded to Engineers (Ltd.), San Fran- 
cisco, Calif; estimated cost, $2,985,000. 

Aberdeen and Edgewood, Md. (Havre de 
Grace), 250 units, and utilities, roads and 
approaches for 500 units; to McCloskey 
& Co., Philadelphia, Pa.; estimated cost, 
$966,000. 

3altimore, Md., Holabird Quartermaster 
Depot, 85 units; to John K. Ruff Co., Bal- 
timore, Md.; estimated cost, $283,000. 

Honolulu, Oahu Island, T. H., 105 units; 
to Ralph E. Woolley, Honolulu; esti- 
mated cost, $350,000. 

Fort Kamehameha, Oahu Island, T. H., 
3 units; to Ralph E. Woolley, Honolulu; 
estimated cost, $161,000. 

Schofield Barracks, Oahu Island, T. H., 
342 units; to Ralph E. Woolley, Hono- 
lulu; estimated cost, $1,180,006. 

Arlington, Arlington Cantonment, Va., 
35 units; to Jeffress-Dyer, Inc., Wash- 
ington, D. C.; estimated cost, $129,000. 

Fort Lewis, Wash., 250 units; to Mac- 
Donald Building Co., Tacoma, Wash.; es- 
timated cost, $801,000. 


A $625,700 contract was awarded by the 
Public Buildings Administration to Coath 
& Gross (Inc.), of Chicago, Illinois, for 
construction of a Defense housing project at 
the proving ground at Savanna, III. 


War Department Makes More Awards 


The War Department also announced the 
award of a contract for construction of a 
bag loading plant at Childersburg, Ala., 
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which is estimated at a cost of $9,436,816. 
The contract was awarded to Sullivan, Long 
& Hagerty, of Bessemer, Ala., and Algernon 
Blair, of Montgomery, Ala. The plant site 
will embrace 20,000 acres, and cost of 
equipment will be $1,091,000. 

Another project announced by the War 
Department was construction of a flying 
school near Macon, Ga., cost $2,049,735. 
Contract was awarded MacDougald Con- 
struction Co., Griffin Construction Co. 
(Inc.), and Nonnemaker-Clayton Construc- 
tion Co., all of Atlanta, Ga. 

The War Department announced addi- 
tional contracts amounting to $18,815,642, 
including a $12,558,566 contract for con- 
struction of the Norfolk Dam, near Norfolk, 
\rk., on the North Fork River. Two com- 
panies, Utah Construction Co., of Ogden, 
Utah, and Morrison-Knudsen Co., Inc., of 
3oise, Idaho, were given a $10,778,726 con- 
tract for construction of the dam. Universal 
\tlas Cement Co., of Chicago, received a 
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$1,779,840 furnish portland 
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New Navy Contracts Announced 


The Navy Department made announce- 
ments of the awards of contracts as follows: 


Graving dry dock at Bayonne, N. J., 
$8,600,000, to George H. Flinn Corp., New 
York, and Great Lakes Dredge & Dock 
Co., Chicago. 

Plant for ordnance equipment near Can- 
ton, Ohio; $16,150,000, to Westinghouse 
Electric & Manufacturing Co., of Pitts- 
burgh. 

Shore facilities, dredging, pier at St. 
Lucia, British West Indies, and Antigua, 
British West Indies, $3,810,000; to Arundel 
Corp. and Consolidated Engineering Co., 
Inc. 

Barracks and mess hall, administration 
building, welfare building, etc., at naval 
air station, Pensacola, Fla., $1,697,000, to 
Hardaway Contracting Co. 

Temporary shore facilities, dredging, 
pier, at naval air station, Jamaica, $2,- 
300,000, to Frederick Snare Corp. 


Declare for “All-out’ Aid to 
Home Ownership 


All-out aid to the home building industry 
was urged upon four thousand savings, 
building and loan associations and co-opera- 
tive banks recently in a fifteen-plank plat- 
form of policies for 1941, sent by their 
national organization, the United States 
Savings & Loan League, Chicago. The poli- 
cies are the combined work of the league’s 
officers and directors, carrying the signature 
of Paul Endicott, Pomona, Calif., president 
of the league, at the head of the list. 

So far as they soundly can, associations 
should assist in providing new homes for 
those workers for whom the hastened in- 
dustrial recovery is making housing nec- 
essary and home ownership possible, said 
the communication. Where abnormal 
lending hazards are involved, but where 
private enterprise can function through 
emergency Governmental assurances, as- 
sociations are urged to study the advisa- 
bility of using them. 

Where additional funds can be soundly 
used for home financing, associations 
should use Federal Home Loan Bank 
funds. 

Greater emphasis than has been cus- 
tomary may well be given to the ability 
and willingness of the borrower to repay 
the obligation, alongside the test of the 
actual value of the property. Where cir- 
cumstances make it necessary for imme- 
diate home ownership, associations may 
at this time go to the top percentage of 
their lending policies in making home 
Ownership possible for families whose 
records show that their ability and will- 
ingness to repay their obligations can be 
relied upon. 

_ Wherever possible, loan plans and poli- 
cies should be made more flexible and 
serviceable and less rigid and rule bound. 
Loan plans should be such as to enable 
the association to adjust to the borrow- 
er’s needs by allowing variations in rates, 
variations in the maximum percentage of 
loan to value of property, and, variations 
In the length of loan term and conse- 
quently in the size of the monthly pay- 
ment. 

Associations through their officers and 
staffs ought to be identified with all civic 
and political activities and organizations 
having to do with housing. 


We are preparing to defend the concept 
of the family as the basic social unit and 
along with it parental responsibility for 
cherishing, training, disciplining and sup- 
porting children. Family responsibility 
can not be separated from home life, and 
preferably a family-owned home. Clearly, 
the daily operations of every savings and 
loan association contribute directly to our 
national objectives. Associations can 
make no greater contribution to the na- 
tional program than by actively promot- 
ing home ownership and especially the 
construction of new homes. 

There is no justification for govern- 
mental rent control at anything like pres- 
ent figures. The problem is to provide 
for much more housing through new con- 
struction or rehabilitation of existing 
buildings. In the present relationship of 
rentals to construction costs and real es- 
tate taxes, rent control would stop new 
construction by private enterprise and 
would remove any incentive to home pur- 
chase and ownership. Since only the Gov- 
ernment under such circumstances would 
be erecting new housing, State socialism 
in real estate will be nearly an accom- 
plished fact. 

Every co-operation is recommended with 
regard to mortgage payments owed by 
those men in the armed forces of the 
nation who, by reason of such service, are 
unable to make the full payment. 





Increasing Marriages Will 
Extend Market for Homes 


WasHINGTON, D. C., March 22.—A larger 
potential demand for homes is expected in 
the decade between 1940 and 1950, because 
of the anticipated increase in the number of 
marriages, the Federal Home Loan Bank 
Review said today in a study of new Census 
results and their effect on housing. Says 
the Review: 

“The number of persons most likely to 
marry in the early years of the present 
decade—persons in the age group from 20 
to 24 years—numbered 11,560,000 in 1940 as 
compared with 10,870,000 persons of both 
sexes in the same age group in 1930. The 
number of persons most likely to marry in 
the latter part of the present decade—per- 





SELL BEAUTY 
at a PROFIT! 


Nine out of ten houses in your own community 
are prospects for Wallrite—the economical 
wall-covering that embodies the beauty of wall- 
paper and the insulating value of sheathing 
paper. 
EASY TO APPLY 

Anyone can apply Wallrite quickly and simply, 
by tacking or pasting. No canvas required. 


ECONOMICAL 


Wallrite’s economy provides more home-im- 
provement for less cost than anything else on 
the market. It's easy to sell because people 
need it and can afford it. 


INCREASED PROFITS 


Walirite's new designs are going into better 
homes, providing a wider market and increased 
profit for the Dealer. Write for Samples. 


WALLRITE 


i Exclusively by 


Fleming & Sons, Inc.. Dallas, Texas 
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sons who were 14 to 19 years old in 1940— 
numbered 14,760,000 as against 13,930,000 in 
the same age group ten years before.” 
“From 1930 to 1940, number of families 
in the United States increased at a rate 
more than twice as fast as the total popula- 
tion, accompanied by a considerable reduction 
in the average family size. As the size of 
houses in demand and the number of rooms 
normally needed are determined by the 
typical size of our families, the Review said, 
“this tendency towards smaller households 
is an important factor to be considered in 
home construction and home-financing ac- 
tivities. It is one of the reasons why the 
market for larger single-family homes dating 
from earlier periods is so narrow today.” 


City's Code Gives Lumber 
Better Chance 


3ALTIMORE, Mp., March 15.— The new 
building code for this city was completed 
last week and turned over to Mayor Jack- 
son, who submitted it to the City Council, 
and there is every indication that it will be 
speedily enacted. The section devoted to 
lumber for construction embodies specifica- 
tions as to the use of different woods, and 
is more liberal than the old code as to this 
material. The code has had the close scrut- 
iny of representatives of the National Lum- 
ber Manufacturers’ Association, who have 
obtained for lumber a measure of con- 
sideration which is regarded as_ meeting 
every reasonable requirement. 
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Material, or Labor, Increases? 


When Gerard Swope, chairman of the 
New York City Housing Authority, recently 
addressed the members of the New York 
Building Congress, he made reference to the 
increase in building cost. He recited the 
case of a house that was built in one city 
at a cost of $4,800, while in another city the 
identical house cost $5,700. Difference in 
material cost was only 4 percent, while the 
difference in labor costs amounted to 47 per- 
cent. This comparison indicates that before 
Government officials, such as Leon Hender- 
son, single out the lumber industry as to 
blame for unwarranted increases in building 
costs, it might be well for them to gather 
in all the facts. 

The March business review report of the 
National City Bank of New York states that 
most business observers believe that if an 
inflationary spiral develops from the De- 
fense effort, it is more likely to start from 
advancing labor costs than from any other 
point. 


Wages Rise 22 Percent But 
Rents Only | Percent 


MINNEAPOLIS, MINN., March 17.—The 
cost of living in January, 1941, was up only 
one cent on the dollar over the same month 
a year ago, while cash incomes of consum- 
ers in the same period advanced 14 cents 
over January, 1940, according to a monthly 
study of what people get and spend, made 
public by Investors Syndicate. Rents ex- 
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REPEAT CUSTOMER 


Chacko 





Many a lumber merchant has sworn off letting a 
customer buy what he thinks he wants—only to be 
blamed later by the customer for not selling him the 


quality he ought to have. 


It is safer and actually easier to sell the PLUS 
VALUE which scientific seasoning, preshrinking 
and precision milling add to ESSCO lumber cut 


from good timber. 


Every dealer knows what happens to poor lumber 
It can get in 


' stored too long in his yard or shed. 





pes Trade-Marked—Grade-Marked == 


Southern Pine—Southern 

Hardwoods — Ponderosa 

Pine—West Coast Woods 
Oak Flooring 








hard to sell shape and handling costs can run up 
aplenty. Freight and trucking on it costs just as 


much as on good lumber. 


You’re the doctor. Check ESSCO into your lumber 
prescriptions and you’ll never lose a customer. 


EXCHANGE SAWMILLS SaLes Co. 


1111 R. A. Long Building 


Kansas City, Missouri 


March 22, 1941 


cepted, living costs were unchanged from 
a year ago, while combined cash income 
sources, led by wages, totaled $1.14 against 
$1 in January last year. Wage envelopes 
during January, 1941, contained $1.22, the 
highest level in years; salary checks, $1.10; 
other income stood at $1.08, dividend and 
interest, $1.06—all compared mith $1. in 
January, 1940. Apartments, bungalows, cot- 
tages and other types of shelter cost $1.01 
in January, 1941, compared with $1 in Janu- 
ary, 1940. Mr. and Mrs. Public’s “real in- 
come,” or purchasing power, is their actual 
ability to buy regularly needed goods and 
services. “Real income” is not a mere sub- 
traction of cash income from cash outgo, 
which would be an index of savings rather 
than “real income,” but an average relative 
figure of income and outgo designed to show 
how the cost of living affects the adjusted 
dollar income. 


Home Savings Climb 


January was the record month of the 
last ten years in the amount of new money 
placed in savings, building and loan associ- 
ations as savings or investments, the United 
States Savings & Loan League, Chicago, 
reports. Approximately $196,138,000 went 
into these institutions, which is a gain of 
14.8 percent over January, 1940. A. D. 
Theobald, Chicago, assistant vice president, 
points out that the net addition to the funds 
which these institutions have available for 
mortgage loans was 6 percent greater than 
it had been the previous January. 





Aircraft Spruce Shippers Hail 
Dry Spell 

Vancouver, B. C., March 17.—To those 
concerned with the loading and shipping of 
aircraft spruce, which cannot be loaded in 
the rain, the long spell of fine weather in 
British Columbia has been a godsend. Spruce 
is still going to the United Kingdom by boat, 
and the boats have to keep to a schedule 
or else they miss their convoy. If rain de- 
lays loading, the ship has to work all night, 
or perhaps even leave some of her cargo 
hehind; and Britain really needs every bit 
of war material she can get. It goes into 
those tough, biting, snarling little jobs they 
call Hurricanes and Spitfires. 





Canada Organizes Large 
Defense Housing Program 


Toronto, Ont., March 17.—The Canadian 
Government has set up an_ organization 
under the name of Wartime Housing (Ltd.). 
for the purpose of providing housing in 
areas where it is required to prevent delays 
in production of war materials and construc 
tion of defense projects. Joseph M. Pigott, 
Hamilton, has been appointed president, 
and one prominent retail lumberman, Robert 
J. Gourlay, general manager Beaver Lum 
ber Co., Winnipeg, is a director. It is pro 
posed to erect a large number of small pre 
fabricated houses costing from $1,500 to 
$2,000 each. Reports regarding the extent 
of the program place it somewhere betweer 
$50,000,000 and $100,000,000. A sample 7- 
room house has been erected by D. Kemp 
Edwards (Ltd.), retail lumber dealers, 
Ottawa. 
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Applying 6 Months Retail Rule 


WasHIncTon, D. C., March 17.—In re- 
sponse to letter from the National - Retail 
Lumber Dealers Association, dated Oct. 18 
and Nov. 12, 1940,:in which it ‘inquired of 
the Wage-Hour Division as to-the proper 
interpretation of the ‘six months rule,” the 
test for determining whether a dealer’s es- 
tablishment is retail or non-retail, it received 
on Jan. 6 the following interpretation from 
Rufus G. Poole, assistant solicitor of the De- 
partment of Labor: 

In determining whether a given estab- 
lishment is wholesale or retail, each six 
months period of the year stands on its 
own feet. Thus an establishment may be 
considered a retail establishment from 
January through June, and not so con- 
sidered from July through December. 

After several discussions with members 
of the legal staff of the Wage-Hour Divi- 
sion, the association requested a clarification 
of this statement of Mr. Poole’s of Jan. 6. 
It had the following reply from the Wage- 
Hour Division, dated Feb. 27: 


This will confirm our understanding 
that if an establishment is determined to 
be retail from Jan. 1 to June 30, and if 
the exemption provided by section 13 (a) 
(2) is otherwise applicable, employees in 
the establishment shall be considered to 
have been exempt for the entire period 
of Jan. 1 to June 30, even though there 
may be certain workweeks in which the 
establishment made less than 50 percent 
of its sales at retail. 

Similarly, if an investigation during the 
first six months of the year discloses that 
‘from the previous July 1 to the previous 
Dec. 31, the establishment made less than 
50 percent of its sales at retail, the es- 
tablishment shall not be considered a re- 
tail establishment for the period of July 
1 to Dee. 31, even though in particular 
workweeks the establishment would have 
qualified for the exemption. 


There has been some misunderstanding of 
the application of this rule among dealers 
in a number of areas, says Secretary-man- 
ager H. R. Northup. The statements quoted 
above now constitute the Division’s position 
on this matter. Two things seem clear: 

First: Secretaries should notify their 
membership that in making the test as to 
whether or not an establishment is pre- 
dominantly retail or non-retail, “each six 
months period of the year stands on its own 
feet,” and that the status of a dealer as de- 
termined by an analysis of one six months’ 
period in no way affects his status in the fol- 
lowing six months’ period. 

Second: It should be made clear to deal- 
ers that it is perfectly possible to have a 
period of time within a six months’ 
period when a majority of sales are non- 
retail; that even though this be the case, 
dealers should not at that time attempt to 
pay time and a half for overtime or to 
consider that they are necessarily subject 
to the Wage-Hour -Act—rather, they should 
await the completion of an analysis of sales 
for a complete six months’ period, and con- 
sider only the aggregate of their retail or 
non-retail sales for the entire period in order 
to determine their status under the Act. 

In the event that the aggregate six months’ 
analysis shows a predominance of non-retail 
or “wholesale” sales in accord with the 
Wage-Hour Division’s rulings of May 21, 
1940 (Release G-37), then and then only is 


a dealer called upon to pay the time and a 


-half rate for overtime workéd ‘during that 


six months’ period, and otherwise to ob- 
serve the Act. ‘This would have the effect 
of. giving the: employees of such an estab- 
lishment a bonus after the six months’ analy- 
sis of sales has been made. . 

It is Mr. Northup’s undetstanding that 
the Wage-Hour Division in ‘Washington is 
making clear: to its regional directors the 
interpretation of the “six. months rule,” as 
outlined in letter of Feb. 27. 


‘ing boards, 


§3 


JANUARY EXPORTS AND IMPORTS 


WasuHincoTon, D. C., March 17.—Exports 
of hardwood and softwood lumber (includ- 
planks, scantlings, flooring, 
sawed timber, sawn railroad ties and box 
shooks) logs and. hewn railroad ties for 
January totaled 86,837,000 board feet as 
compared. with 90,413,000 feet for January, 
1940, a decrease of 4 percent, according to 
the Forest Products Division. Sawed ma- 
terial (including sawn railroad ties and box 
shooks) accounted for 79,865,000 feet, as 
compared with 77,513,000 feet, an increase 
of 3 percent. Exports of logs and hewn 
timber (including hewn railroad ties) totaled 

(Continued on Page 57) 








A detinite profit item 


Prevention of loss by fire is a profit item that is unknown 
so far as your books are concerned, but it is just as definite 





a profit item as the dividends paid every year. 


Good fire 


prevention engineering service is vitally important to the 
continuation of profit from your business—just as important 
as good sound insurance protection. 


You can get all three when you buy your insurance from 
the Lumber Mutuals:—(1) Sound insurance protection at 
low cost, (2) Specialized fire prevention engineering for all 
types of lumber and woodworking risks, and (3) Dividends 
on every policy—paid every year for more than 40 years—a 
further reduction in your insurance cost. 


+ 


CENTRAL MANUFACTURERS 
Mutual Insurance Company, Van Wert, Ohio 
INDIANA LUMBERMENS 
Mutual Insurance Company, 
Indianapolis, Indiana 
LUMBER MUTUAL FIRE 
insurance Company, Boston, Mass. 





LUMBERMENS MUTUAL 
Insurance Company, Mansfield, Ohio 


PENNSYLVANIA LUMBERMENS MUTUAL 
Fire Insurance Company, Philadelphia, Pa. 


NORTHWESTERN MUTUAL 
Fire Association, Seattle, Wash. 





(LUMBER MUTUALS] 
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ASSORTMENT 


that ae SURE SELLERS. 
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particulars 


LENNON 
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HOTEL HOLLENDEN 


Ia Columbus 
THE NEIL HOUSE 


Iu Akron 
THE MAYFLOWER 


In Lancaster, O 
HOTEL LANCASTER 


In Corning, N.Y. 
BARON STEUBEN HOTEL 


TRE HOTELS CHECK WITH EVERY TRAVEL STANDARD 


, 


THEODORE Dewitt &. 7. MARSH 
President V. . & Gen. Mer. 
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Here’s What's New 


New Wood Siding Nail Intro- 
duced 


A new nail especially designed for the 
application of wood siding has been intro- 
duced by the W. H. Maze Co., Peru, III. 
producer of “Maze Made” nails. The new 
product is known as the “Zinclad Wood 
Siding Stay.” According to the manufac- 
turer the name “stay” is derived from the 





ability of the nail to stay in, stay rustproof 
and to make paint stay on the head. The 
stay nail carries a series of raised retain- 
ing rings on the shank to increase holding 
power. A heavy zinc coating affords resist- 
ance to rust and the checkered head pro- 
vides a bond for paint. The stays are avail- 
able in six sizes. Samples will be sent upon 
request to the Maze company. 





Roofing Reference Book Now 
Available to Dealers 
A dealers’ roofing data book is now avail- 
able from The Texas Co., 135 E. 42nd St., 
New York, N. Y., makers of Texaco roof- 
ing products. The book was prepared to fill 
the requests of many dealers for a copy of a 








booklet which was originally supplied only 
to Texaco salesmen. It is divided into five 
sections: marketing policies; the roofing 
manufacturing process; quick reference spec- 
ification tables ; recommended uses of various 
asphalt roofing products; and application 
methods. A copy will be supplied upon 
request to The Texas Co. 





Wallboard Maker Seeks Handy 
Man Trade with Display 


In connection with a current campaign to 
promote the use of “Presdwood” and “Tem- 
pered Presdwood” in home workshops, the 
Masonite Corp., 111 W. Washington St., 
Chicago, Ill., manufacturer of these products 
has prepared special assorted bundles of 
shorter length standard “Presdwood’ prod- 
ucts and special racks for their display in 
office and showroom. The display stands 
picture many useful articles that a handy 


man can make of “Presdwoods” and hold 
booklets describing 11 of them. 

The display racks are of two types; one 
deluxe rack will be loaned to large retail 
dealers who show heavy store traffic, and a 









































similar but smaller rack for other dealers. 
l‘or the latter Masonite supplies without cost 
the principal parts of the rack and complete 
instructions for its assembly. Masonite has 
available working plans for 30 other articles 
ready for distribution to hobby craftsmen. 





New Display Carries Samples 
of Screen Cloth 


Actual screen cloth is used in simulated 
windows of a colorful new counter and win- 
dow display which has been made available 
to dealers by the Reynolds Wire Co., Dixon, 
Illinois, manufacturers of “Red Edge” self 





measured screen cloth. Each of the panels 
features a type of “Red Edge” screen: 
“Bronze,” 90 percent copper, 10 percent zinc ; 
“AluminA,” electro galvanized with zinc; 
“Black,” coated with flexible enamel. <A 
50-inch window streamer in three colors ac- 
companies the display. 





Plywood Catalog Lists Stock and 
Prices 

A new stock and price list catalog dated 
March, 1941, has been issued by the Aetna 
Plywood & Veneer Co., 1731 Elston Ave., 
Chicago, Ill. The company offers an in- 
finite variety of types, thicknesses and fin- 
ishes of plywood, some of which are of wa- 
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terproof construction. Attractive inlaid 
wood pictures and inlaid card table tops 
are illustrated and priced in the catalog, a 
copy of which is available upon request to 
the Aetna company. 





Wide Variety of Sales Helps 
Shown in Portfolio 


A unique and pretentious portfolio of ad- 
vertising and sales helps has been compiled 
and issued by The Barrett Co., 40 Rector 
St., New York, N. Y., makers of Barrett 
roofing, siding, insulation, etc. It is designed 
to demonstrate that Barrett backs its line of 
building products with the tools to help sell 
them. The portfolio is spirally bound, 
equipped with a tab index, and contains pic- 
tures and descriptions of displays, signs, 


got) ASPHALT SHINGLES 


te, 
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newspaper advertising electros, and actual 
literature specimens. One point of sale item 
described in the book is a 12 color three 
dimensional window display card featuring a 
prizefighter and a lady. “Tough” and “Beau- 
tiful” are calculated to represent the qualities 
of Barrett asphalt shingles. 





Book Promotes Use of Glass in 
Low Cost Homes 


A free illustrated booklet entitled “Glass 
Designs for Happiness in the New Amer- 
ican Home” is available by addressing Dept. 
AL-341, Libbey-Owens-Ford Glass  Co., 
Toledo, Ohio. The new book indicates a 
variety of features which will increase the 
attractiveness of low cost homes without 
hoisting their selling price. The extensive 





use of glass and mirrors is one suggested 
method. The accompanying _ illustration 
from the new book shows how a built-in 
mirror increases the apparent size of a 
small living room. The booklet was issued 
in connection with the glass company’s cur- 
rent promotional program for “Design for 
Happiness Homes.” 
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Color Dispenser Facilitates Paint 
Mixing 

Recently developed by John W. Masury 

& Son, 50 Jay St., Brooklyn, N. Y., is a 

color dispenser to facilitate the mixing of 

pure fluid colors in oil. This dispenser, at- 

tached to the top of a circular can, acts 





as a pump which directs and gauges the 
flow of color from the can into the mix. 
By adjusting the pressure on the lever of 
the pump the painter can control the flow 
of color with one hand, having the other 
free to stir. Special valve construction 
eliminates drying of the color and guards 
against pollution from foreign matter. 

The Masury paint laboratory has also 
developed a full range of fluid pure colors 
and has packaged them in cans with tops 
which accommodate the dispenser. The new 
fluid colors are warranted by the com- 
pany to possess the same strength as Masury 
pure colors in oil. A tray fitted to carry 
16 different color cans with dispensers has 
been designed to facilitate handling. 





Announce New Wood 


Sealer and Primer 

“Checkmate,” a new wood sealer produced 
by Wilbur & Williams Co., Park Square 
Bldg., Boston, Mass., is designed to con- 
trol the finishing of woods, especially of 
softwoods and fir plywoods. According 
to the manufacturer it is valuable 
as a control for grain raising, wood check- 
ing, shrinking and swelling from moisture. 
It may be brushed, sprayed or wiped 
on and dries with a transparent film. 
Its uses include that of a prime coat, as 
a base on flooring for a top coat of wax 
and as a reinforcing agent with oil paints 
to increase water repellency. A clever and 
attractive piece of literature about “Check- 
mate” has been prepared by the Wilbur & 
Williams Co., and may be secured by writing 
to that firm. 


Booklet Promotes Wood for 


Hangar Construction 

“Wood Hangars of Douglas Fir,” a new 
booklet issued by the West Coast Lumber- 
men’s Association, 364 Stuart Bldg., Seattle, 
Wash., is intended only to highlight basic 
information available from either the tech- 
nical service of the association or the Tim- 
ber Engineering Co., 1337 Connecticut Ave., 
Washington, D. C. Authentic data on the 
availability, economy, erection speed and 
safetv of wood in hangar construction are 
obtainable. The booklet lists sources of 








Heres YOUR 


Seal of Protection! 










125 YEARS 
OF QUALITY 


Aawson 








TIME PROOF 

PORCELAIN 
FINISHED 
CABINETS 


(With or Without 
Tubular Sidelights) 





At Baked Enamel 
Price Levels 


OR a century and a quarter the 

name Lawson has been coupled with 
metal products of “High Quality at 
Popular Prices.” 

Zealously, we have guarded the repu- 
tation of our good name and of the 
good will we enjoy from our whole- 
salers and our dealers. 

Long ago we. adopted a policy of 
dealer protection which we adhered to 
in bad times as well as good. That pol- 
icy was the foundation of the good 
will we enjoy and upon it rests the 
strength of our business, which today 
has made us the largest manufacturers 
of bathroom cabinets in America. 

Be safe! Sell Lawson Time-Proof 
All-Porcelain Finished Cabinets—now 
at baked enamel price levels. A full 
variety of sizes, styles and designs to 
satisfy every builder, every architect, 
every home owner. And as always, a 
full line of Lawson baked enamel cab- 
inets at prices for every pocketbook! 
Write for details. 


THE F. H. LAWSON COMPANY 
Bathroom Cabinet Division, Cincinnati, 0. 


Sold By America’s Leading 
Lumber Dealers 





125 YEARS 
OF QUALITY 


7 Qepey on 
(faison 
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plans for wood hangars and grade recom- 
mendations of lumber for various parts of 
the structure. It stresses that local lumber 
dealers are the logical merchants to receive 
hangar building contracts and shows that 
local carpenters are capable of erecting such 
structures. Two pages are devoted to the 
fire tests that proved wood hangars to be 
practical from that standpoint. 





New Free Sales Literature for 


Red Cedar Shingles Ready 


Six new mailing leaflets, describing sev- 
eral of the different attributes and uses of 
red cedar shingles, are available in quan- 
tities to retail lumber dealers, free of charge, 
from the Red Cedar Shingle Bureau, Seat- 





tle, Wash. Each pamphlet highlights one 
particular aspect of red cedar shingle pro- 
motion, including insulation, over-roofing, 
double-coursing, remodeling, farm buildings, 
and all-shingled homes. They are produced 


American fiumberman 


in two colors with appealing covers. Space 
has been provided on each piece for dealer 
imprinting, although this service is not car- 
ried out by the Red Cedar Shingle Bureau. 





Commercial and Home Interior 


Modernization Books Free 
Two new merchandising books to assist 
the dealer in securing more business in in- 
terior finish, modernization and remodeling 
market have just been published by The 
One, “Beauty That 


Celotex Corp. 3uilds 


Paity, Co oonert or Qs 


iN THE HOME iil pane ee® 


+ 





3usiness,” illustrates in full-color striking 
designs and patterns obtained from various 
applications and combinations of Celotex 
interior finishes in commercial and business 
establishments. 

“Beauty, Comfort and Quiet in the Home,” 








SPECIALS 
1 carload 4/4 L.R. Sycamore. 
200,000 ft. 4/4, 5/4 and 6/4 Dry Soft Maple. 
100,000 ft. 4/4 Com. & Btr. Oak. 


The above are a few items we would like to 
move. If interested, write us. 











GOOD STOCK OF LUMBER NOW 
COMING DRY 


We will soon be able to furnish your needs 
in most any grade and thickness of North- 
ern Hard and Softwood. We can also furnish 
you most items in Southern Yellow Pine and 


West Coast Products, 








R-B ROLL-OFF BED rouse ot ve 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





‘»y THE R-B COMPANY 


FOR MORE THAN 20 YEARS R-B rollers have been shipyned to thousands of 
lumbermen throughout the U.S. A.. and to foreign countries under agreement 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better. give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Guinotte and 
Euclid Ave. 


Kansas City, Mo. 
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also in full color, describes a series of home 
rooms, using Celotex finishes designed and 
decorated by the editors of several leading 
home magazines. To help readers visual- 
ize room treatments, the center sections of 
hoth books present a reproduction of the 
available finishes and colors. Each book 
also carries complete dimensional. data of 
all materials. They will be sent free upon 
written request to the Public Relations Dept. 
of The Celotex Corp., 919 N. Michigan 
Ave., Chicago, III. 





Wallpaper Sales Help Kit 


Available Free 

A sizable kit of advertising and dealer 
helps promoting “Peacock” and ‘Rotocraft” 
wallpapers manufactured by the Lennon 
Wall Paper Co., Joliet, Ill., is available to 
dealers free of charge. The packet includes 
two large window or wall streamers, a “Pea- 
cock” window glass transfer, counter cards, 
a catalog of available advertising mats, and 
a sales booklet entitled, “Your Rooms Made 
Pretty as a Picture.” The book contains full 
color views of a number of rooms attrac- 
tively papered and decorated and has space 
for the dealer’s imprint. Further information 
about the kit and wallpaper is available from 
the Lennon company. 





New Material Used for Shingles 
and Clapboards 


An exclusive process is used by the Philip 
Carey Co., Lockland, Cincinnati, Ohio, to 
fuse a vitreous mineral surface on an asbestos 
fibre and Portland cement base for the pro- 
duction of Carey ‘“Ceramo” siding and 
shingles and “Ceramo” clapboard siding. 
Natural weathering is said to have a negli- 











gible effect on the new surface. According 
to the manufacturer, it is fireproof, non- 
corroding, non-eroding, abrasion resistant, 
does not stain, will not chip or crack and 
is unaffected by acid or alkaline atmospheric 
conditions. Water will not darken its white- 
ness. “Ceramo” shingles, shown left, are 
available in gray, red, “black, «green and 
brown. “Ceramo” clapboard siding is also 
shown in the left hand ‘picture. 


New Hotel Guide Offered 


Information about hotels, their plan of 
operation, rates, tiumber of rooms, etc., is 
contained in the 224 page, 66th edition of 
Leahy’s Hotel Guide & Travel Atlas pub- 
lished by the American Hotel Register Co., 
Chicago, Ill. It lists towns and their popu- 
lations (1940 census. figures) and shows 
positions on the railroad map. Rand Mc- 
Nally two-color auto road maps are included. 
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yme ° ott tendency to crack. It is said that green wood 
and Wallboard Company Has Radio Show Tells Chemists aut th urea, dried and hand may be 
“7 New Sales Manager Aid to Lumber Industry bent and twisted like taffy. | 
of Burrao, N. Y., March 17.—The appoint- _In an effort to show how chemistry is Pro- According to the radio nt as ' wend 
the ment of Robert W. Downes as director of viding “Better Things for Better Living,” nasan, a sap stain preventative, eliminates 
00k sales of the National Gypsum Co. was an- E. I. duPont deNemours & Co., Wilmington, discoloration of air dried lumber. . 
of nounced recently by Del. have for several years been sponsoring It has been found that chromated zinc 
Don Melvin H. Baker, a series of weekly radio programs known chloride will keep wood strong, arrest decay 
opt. president. as the “Cavalcade of America.” and increase fire resistance. 
yan Mr. Downes has The broadcast aired February 5 dealt with Through chemical research, glues have 
been a company em- lumber, and outlined chemical solutions to been developed which make plywood the 
ployee since its orig-. many problems of the industry. strongest, most rigid material for its weight 
inal incorporation’ To prevent splitting and checking caused that we have today. _ : 
fifteen-years ago. He. by shrinkage when green lumber dries, “We've learned to think of chemistry as 
duPont. suggests a chemical called urea, the science bringing us _new things,” con- 
ler RW. DOWNES.’ which causes green wood to dry from the cluded the announcer. — ‘Here we see chem- 
ft” Buffalo. N.Y. , inside out, reducing surface strains and the istry making old familiar things better. 
aon ‘Sales. Manager en 
to 
des 
ea- has served as sales 
ds, representative, d i s- 
ind trict sales manager, 
ade and divisional sales 
‘ull manager before as- 
: =a ater Seeks Its 
ace responsibilities. As a 
ion one of the original 
om salesmen of the company, Mr.. Downes was 
largely responsible for the introduction to wn e ye 
the building trade of light weight “Gold 
| 3ond Gypsum Wallboards.” 
es 
“a . ' 
= People too, gravitate to their 
oO ° 
tos (Continued from Page 53) p 3 24 
ro- 6,972,000 feet, as against 12,900,000 feet, a . ; ce . 
ind decrease of 46 percent. January, 1941, figures own k| nd just as Birds of a 
~~! are followed by the 1940 figures in parenthe- ’ 
a li- sis: 
pa ‘ ; . ‘ ‘ 33 
Sawn softwood (excluding railroad ties f th 
era and box shooks) totaled 46,736,000 (59,229,- ea er ee 9 
000) feet. Sawn hardwoods (including . 
flooring, and excluding railroad ties and 
box shooks) totaled 14,620,000 (8,465,000) 
feet. Softwood log exports totaled 3,548,- 
ome 000 (8,028,000) feet; hardwood, 1,490,000 lf you want the better class of 
(2,903,000) feet. Hewn railroad ties 
totaled 1,934,000 (1,969,000) feet; sawn, 
9,118,000 (836,000) feet; and box shooks, 
192,000 (8,983,000). feet. people for your customers--stock 
Total imports of hardwood and soft- 
Ce wood logs and lumber (including cabi- 
net woods, sawn railroad ties, box shooks . 
and empty packing cases) totaled 77,772,- K| RBY lurt Y \iber and profits fol- 
000 (73,508,000) feet, a gain of 5 percent. J 
\ Logs accounted for 15,423,000 (19,858,000) 
feet; softwood lumber, 51,885,000 (38,486,- - 
_~ 000) feet, a eain of 86 percent; hardwood low, as Fall harvest follows Spring 
sag lumber and sawed cabinet woods, 10,080,- J 
000 (14,892,000) feet, the latter item show- 
ing a loss of 32 percent. 1. 
ing : planting. 
On- 
int, 
ind WILL OBEY WAGE-HOUR LAW 
ric BIRMINGHAM, ALA., March 17.—Nineteen 
ite- lumber operators around Dothan and Ozark, 
are Ala., have filed consent to Wage-Hour 
ind decrees, Robert T. Amis, regional director 
Iso tor enforcement in this area, announced. 
SOUTHERN PINE SOUTHERN HARDWOODS 
SOUTHWEST MILLWORK te ” 
“a ARRAIGNED ‘A Wood for Every Purpose 
be Kansas City, Mo., March 17.—On in- 
a dictments under the anti-trust laws, officers KIRBY BUILDING HOUSTON, TEXAS 
“0 of fourteen millwork companies, the execu- 
ae tives of the Southwestern Millwork Associa- 
a tion, and fifteen individuals were arraigned 
“oi here March 14. The court allowed the 


ed. 























defendants ten days in which to enter pleas 
or to file motions. 
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From the Sacramento Mountains 


of 10,000 feet. 


Here's top-quality lumber from the top 
of the world! From our modern mills 
at Alamogordo come finest products 
of Douglas Fir, White Fir and Pon- 
derosa Pine. Dimension, Timbers, 
Ties, Lath, Yard and Shed Stock, 
Bevel Siding, Mouldings, Box Shook 
and Crating. Properly seasoned, care- 
fully manufactured. 


High-altitude Fir especially 
suitable for construction 
work. 43 years’ service to 
the trade. Write us today. 


Lumber cut from timber 
that grows at an altitude 





, ee BEAUTY, FINISH 
and UTILITY DIXIE 
BRAND OAK FLOOR- 
ING HAS NO EQUAL! 






WE DO NOT MAKE 
THE MOST OAK 
FLOORING BUT WE 
DO MAKE THE 
BEST! 





W.R.WRAPE STAVE COMPANY 






Post Office Box 182 
LITTLE ROCK, 











~ MAPLE FLOORING fF 


~ - _MEMA _ 





INE ang Fir 





DIXIE BRAND 





ARKANSAS 








(| BROWN DIMENSION CO. & 


| MANISTIQUE, MICHIGAN | 
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Newsy Notes of Persons and Places 








C. D. Orchard was appointed acting chief 
forester of British Columbia. He has been 
assistant chief forester for a number of 
years. 

Charles Grinnell, sales manager, Seaboard 
Lumber Sales Co., of Vancouver, B. C., 
toured the Atlantic coast markets in the 
first week in March. 

Los Angeles headquarters of Tacoma 
Lumber Sales have been moved to larger 
offices on the eighth floor of the Petroleum 
Securities Building. 

H. C. Baskett, former foreign representa- 
tive of the Burroughs Adding Machine Co., 
has joined his brother, Val Baskett, in the 
operation of Baskett Lumber Co. at Whit- 
tier, Calif. 

M. J. Buscher & Son, Litchfield, Ill, an- 
nounce that it has opened a cash business 
at Litchfield in connection with its coal, 
grain and seed business. They will carry a 
line of lumber and allied building materials. 

D. R. Meredith, of the D. R. Meredith 
Lumber Co. (Inc.), New York City, made 
the rounds of distributors in Baltimore re- 
cently, and reported the business of his cor- 
poration as very good. 

Oregonians recently in California on busi- 
ness or pleasure included: R. T. Ross, Ore- 
gon Lumber Sales, Eugene, Ore.; Fred 
Schallock, Ewauna Box Co., Klamath Falls, 
Ore., and Carl Hornibrook, sales manager 
of the same company. 


J. F. Townsend, Townsend Sash, Door & 
Lumber Co., Lake Wales, Fla., has been 
appointed to the State Road Department of 


gone about a week or ten days, meantime 
studying conditions of supply and demand in 
the area visited, and placing orders for the 
requirements of his organization. 

Roy L. McGinn, chief clerk of the Ley- 
bold-Smith Shingle Co. (Inc.), of Tacoma, 
Wash., has just been elected to the board 
of governors of the Tacoma Transportation 
Club. With other new officers, he was in- 
stalled at the club’s annual party March 7. 


W. M. Leuthold, president Deer Park 
Lumber Co., of Deer Park, Wash., manu- 
facturers of Ponderosa and Idaho pine, was 
a March 18 visitor at the Boston office of 
Ralph J. Evans, his eastern representative. 
He had spent the previous week in the New 
York market, and would visit Washington 
before returning to the West Coast. 


W. W. Woodbridge, secretary-manager of 
the Red Cedar Shingle Bureau, will journey 
from Seattle to Galveston, Tex., via Cali- 
fornia to attend the convention of the Lum- 





Company Banquet Celebrates 
Long Service Records 


LRIDGEPORT, CONN.,- March 18.—William 
I*, Severn, who last week completed 30 years 
of service as president of The A. W. Bur- 
ritt Co., local building material dealers, and 
who has been with that company for 48 
years, was honored by his fellow directors of 
the Burritt organization recently, receiving 
a gift of an onyx desk set with clock and 
two lifetime fountain pens. 

George Moore, general 


sales manager, 





A long time friend of Gov. Hol- 


Florida. 
land, he has often worked before with the 
governor for the betterment of the State. 


Otto Lieber, Jr.. The Lieber Lumber & 
Millwork Co., Neenah, Wis., and president 
of the Wisconsin Retail Lumbermen’s Asso- 
ciation, has been appointed a member of the 
Neenah Chamber of Commerce member- 
ship committee. 


The Crawford Door Sales Co., has been 
incorporated at Newton Upper Falls, Mass., 
by Allan P. Miller, Albert H. and Ritchie 
L. Stevens, Jr., to be operated in connection 
with the Stevens Lumber Co., operated many 
years by the late Ritchie H. Stevens. 


Arthur V. Charshee, representative of 
several mills in the Baltimore territory, went 
on a trip to mills in Virginia, the Carolinas 
and Florida recently, and expected to be 


made the presentation for the directors who, 
besides Mr. Moore include: Elihu A. and 
Stanley C. Burritt, son of the founder whose 
name the company bears, H. Almon Chaffee, 
Henry E. Clauson, Arthur Clifford, George 
S. Oddy, Harvey J. Stowe, James Telford, 
Whitman H. Terrill, Sr., Ario C. Walker 
and Arthur E. Wheeler. 

James Telford, the oldest employee and 
treasurer of the company, presided and in- 
troduced Mr. Severn who gave a talk and 
then made a surprise presentation, to all em- 
ployees with over five years of accumulated 
service, of a specially designed service pin. 
There were 110 pins awarded by Mr. Severn 
for the company, length of service having 
been recognized in completed five year pe- 
riods. In addition to the above employees, 
George Moore, general sales manager, re- 
ceived a 35 year pin. 
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bermen’s Association of Texas April 7-9, 
and then will go on to Chicago and other 
middle western cities, making a trip of about 
two months promoting the merits of red 
cedar shingles. 


W. B. Downs, Lumbermen’s Credit Asso- 
ciation, Inc., passes on the following infor- 
mation from Miami, Fla. It seems that a 
correspondent of the New England Museum 
of Natural History requested from them the 
loan of “a mounted American lumberjack.” 
It was an unusual request, but intrepid re- 
searchers dug in and uncovered the fact that 
what was really wanted was a mounted 
American amberjack—a species of fish. 


Norton Clapp, secretary of the Weyer- 
haeuser Timber Co., has been commissioned 
a lieutenant, junior grade, in the United 
States naval reserve, according to announce- 
ment by the 13th naval district in Seattle. 
Lieut. Clapp, who is widely known in the 
Pacific Northwest as a yachtsman, received 
his commission March 4. He and Mrs. 
Clapp have just returned to their home in 
Tacoma, Wash., following a honeymoon trip 
that took them to New York City, down the 
Atlantic Coast, through the Panama Canal 
and up the west coast to Los Angeles and 
thence home by automobile. 


Credit for one of the most elaborate 
wedding cakes ever seen in Vancouver, B. 
C., goes to the Chinese cook of a lumber 
camp near Port Alberni, B. C. The cake 
graced the reception table at the wedding 
of Jean, daughter of H. R. McMillan, Cana- 
dian timber controller, and Mrs. McMillan 
to Lieut. Gordon T. Southam, RCMRV, son 
of Mr. and Mrs. H. S. Southam, of Rock- 
cliffe, Ottawa. Made by Leong Jap, Chi- 
nese cook at A. P. L. Camp 1 of the Mc- 
Millan interests, the wedding cake was over 
100 pounds in weight. The same cook made 
another massive cake for the bride’s sister 
on the occasion of her marriage to Lieut. 
John Leckie. 





Firm Announces Continuance of 
Present Policies 


PHILADELPHIA, Pa. March 17.—An- 
nouncement has been made by Coulbourn 
Bros., Philadelphia, Pa., that following the 
death of John I. Coulbourn, which was re- 
ported in the March 8 issue of the AMER- 
ICAN LUMBERMAN, the business will be con- 
tinued by his estate and the surviving mem- 
bers of the partnership, and there will be 
no change in the business policy or in the 
class of material handled. 

The announcement states: “We will con- 
tinue, as heretofore, to specialize in short- 
leaf pine boards and dimension for shipment 
by water and rail, as well as kiln dried long- 
leaf and shortleaf pine flooring, finish, roof- 
ers, etc., oak flooring, and Florida and Caro- 
lina cypress. We wish to thank you for 
past favors and solicit a continuance of our 
pleasant business relations.” 





Shanty Boy Songs Collected 
and Sung 

Detroit, Micu., March 17—Folk songs 
of the roaring, rollicking lumberjack days 
of early Michigan are being collected and 
preserved by Dr. C. E. Beck, head of the 
Central State Normal College, English De- 
partment. Already more than 100 ballads 
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have been recorded with the help of six 
former log drivers, ranging from 75 to 82 
years old—all former minstrels of the pines. 
The group play the tunes they heard in their 
bunk houses during winter nights, and those 
songs of the “white water men” who labored 
with peavey and canthook to break the log 
jams. As fast as one tune is remembered, 
Dr. Beck jots down the words and gets a 
musician friend to arrange the music. They 
will be placed in the Library of Congress as 
Michigan’s contribution to the pioneer music 
of the nation. The old-timers loved their 
part of the job so well they have formed a 
non-commercial orchestra called the “Shanty 
Boys,” which has played frequently around 
the State. 
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Move West Coast Office to 
Portland 


PorTLAND, Ore., March 15.—Shepard & 
Morse Lumber Co. and Shepard Steamship 
Co., both of Boston, moved their Northwest 
headquarters to Portland from Seattle this 
week, it was announced by T. J. Cornell, 
Northwest manager. Shepard & Morse are 
wholesalers of lumber and plywood on the 
East Coast. Mr. Cornell said the firm has 
moved to Portland because of the increase 
of lumber production in Oregon, while it is 
declining in Washington, and because of the 
fact that “we really believe that Portland 
will be the headquarters for the lumber in- 
dustry in the Northwest for the next decade.” 





OF THE LYCTUS BEETLE’S 


$35,000,000 TOLL! 


Thirty-five million dollars a year—that’s what government 
entomologists estimate damage from lyctus and other 
“powder post” beetles is costing American lumbermen and 


manufacturers of lumber products! 
Your share of that loss can be cut: 


1. By good housekeeping — Periodic inspection of yards 
and storehouses—with an extra watchful eye on untreated 
stored lumber—is essential. All debris, favorite breeding 
spot for insects, must be destroyed. And any infested lum- 
ber found must be destroyed or chemically treated—the 


oldest stock first. 
Plas... 


2. Treatment with Permasan—Permasan, pentachlorphenol 
dissolved in selected solvent oils and applied by brushing, 
dipping or pressure treatment, prevents beetle infestation 
of seasoned woods and also kills “live worms” in infested 
wood. Permasan was developed by Monsanto research for 
more effective, practical, and economical beetle control. 

Permasan, plus good housekeeping, can cut your share 
of the lyctus beetle’s $35,000,000 toll to a minimum! 

For information on your specific problems, inquire: 


MoNSANTO CHEMICAL COMPANY, St. Louis, U.S.A. District 
Offices: New York, Chicago, Boston, Detroit, Charlotte, Birmingham, Los 


Angeles, San Francisco, Montreal. 


PERMASAN 


FOR BEETLE CONTROL 





MONSANTO CHEMICALS 


SERVING INDUSTRY WHICH SERVES MANKIND 
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CLUB NEWS 


All Color Movies Shown Columbus 
Lumbermen's’ Club 

* Cotumbus, Oi110, March 21.—An all color 
motion picture, full length, depicting the 
wild life of the Canadian Rockies—beautiful 
specimens of moose, deer, elk, mountain sheep 
and goats in their native habitat was shown 
to members of the Lumbermen’s Club of 
Columbus here. 

‘Orr S. ‘Zimmerman of Columbus, with 
several others, spent’ 30 days’ deep in the 
“Wilds of the Catiadian Rockies—15 of which 
were spent in taking pictures. Accompany- 
inig the picture was a descriptive talk which 
Was given by Mr. Zimmerman. 
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Lumber Exchange of Baltimore 


Has Monthly Meeting 


BALTimorE, Mp., March 17.—The Manag- 
ing Committee of -the Lumber Exchange of 
Baltimore; at’ its-monthly meeting, held in 
the Merchants’ Club recently, found little 
more than routine business to dispose of, 
and spent the greater part of the session dis- 
cussing conditions in the lumber trade. F. 
Bowie Smith, president, occupied the chair, 
and Ivan Brent, secretary, submitted his re- 
port for the month. 





Oakland Hoo-Hoo Announces 
Dinner and Tournament 
OAKLAND, CALIF., March 17.—Directors 
and officers of Hoo-Hoo Club No. 39 of 
Oakland recently decided that the Ninth An- 
nual Reveille of Central and Northern Cali- 
fornia lumbermen will be held on May 2 at 
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BAY CITY, MICHIGAN 


More Sales for You--Better Profits for You 
When You Handle Bradley-Miller Frames 


Genuine White Pine—plus advanced methods of manu- 
facture—plus Bradley-Miller standards of workmanship. 


... That is the quality combination that makes for the 
superiority of Bradley-Miller Frames! No wonder these 
fine frames stay straight, true and ti through years 
and years of service. We also rune Pine 
Frames in same manufacture and grade“as the Genuine 
White Pine. 


Let B-M Frames win trade for you. 








DEPENDABLE 
PRODUCERS CAN 


SUPPLY ALL 
YOUR NEEDS 





The thousands who use this famously fine North Carolina Pine find in 
it a happy combination of good qualities. It has beauty, strength. 
durability, is easily workable, has a wide variety of uses in both in- 
terior and exterior construction. Tell your customers about this wood 
of beauty and utility. The firms named here can supply you with all 
building items in North Carolina Pine. 





ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 


and Framing Lumber. Kiln Dried and Air Dried. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 








BURRUSS LAND & LUMBER CO. 
Lynchberg, Va. 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining and Decking. Mills 
im Va. and N. C. 
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the Hotel Oakland. Tickets will include a 
good dinner and a “Super Deluxe” show. 
All lumbermen have been cordially invited. 
A golf tournament will be held on Saturday, 
May 3. Jas. B. (“Jim”) Overcast is general 
chairman in charge, and George Clayberg 
heads the publicity committee. : 





Northeastern Wisconsin Club 
Elects Officers 


Dre Pere, Wis., March 19.—I. A. Smits, 
Fuller Goodman Co. here, has been elevated 
from the vice presidency of the Northeast- 
ern Wisconsin Lumbermen’s Club to the 
presidency to succeed J. M. Crevcoure, 
Green Bay Planing Mill Co. of Green Bay. 
George L. Garrity, Riverview Lumber Co., 
Green Bay, has been elected vice president ; 
Murray Sherman, Standard Lumber Yards, 
Inc., Green Bay, secretary-treasurer to suc- 
ceed himself. 





Seal on Woodwork Indicates 
Standards Have Been Met 


To reduce confusion about the durability 
of wood doors, windows and sash the Na- 
tional Door Manufacturers Association, 
Chicago, Ill., has adopted a seal of approval 
which it offers to manufacturers of wood- 
work who agree to comply with certain 





TOXIC—PRESERVATION 


~APPROVED 


we NATL. DOOR MFRS. ASSN. 


minimum standards of toxie preservation 
treatment. 

The standards were set up after many 
vears of research and field testing by uni- 
versities and research laboratories. Licenses 
have been issued to approximately 50 manu- 
facturers and their factories and products 
are inspected regularly by the Association. 

An extensive advertising campaign, sched- 
uled to begin in April, will be devoted to 
acquainting all trade factors with the 
N.D.M.A. seal and its significance. 








Dealers Are Guests of 
Cement and Lime Company 


MeMPHIs, TENN., March 17.—Retail lum- 
ber and building products dealers of this 
area were guests recently of the Fischer 
Lime and Cement Co. here. Twelve supply 
manufacturing firms participated with the 
Fischer company in making this all-day 
affair successful. 

Eighty dealers from Alabama, Arkansas, 
Kentucky, Missouri, Mississippi and Ten- 
nessee attended the meetings, which consisted 
of a period for displaying and discussing 
new developments in building materials, a 
visit to the Fischer plant, and a banquet in 
the evening. 

Speakers included Larry Smith, sales man- 
ager, Sisalkraft Co., Chicago; R. E. Fellows, 
sales manager, Heatilator Co., Syracuse, 
N. Y.; D. J. Carpenter, assistant sales 
manager, National Lime & Stone Co., Find- 
lay, Ohio; M. D. Grow, sales promotional 
manager, Celotex Co., Chicago, and George 
D. Kellogg and D. C. McNamara of the 
Mengel Co., Louisville, Ky. 
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RIDIN' ON THE CARRIAGE 


From Issue of March I1, 1905. "yy 


Did your pa ever take you 
Upstairs inside the mill 
An’ let you ride the carriage 
Along ’ith English Bill? 


He says, “Now, don’t git frightened— 


Jist stan’ up stiff like me; 
Whichever way she’s goin’ 


Why, that way bend your knee.” 


An’ then Bill pulls a lever 
An’ sort o’ lets ’er shoot; 
An’ say—well, holy beeswax! 
You ought ’o see her scoot! 
She kind o’ gives a rumble 
An’ kind 0’ gives a hiss 
An’ then you.hear ’er singin’, 


” 


“Z—z-a-n-g—bunk—-siss ! 


An’ when she. has no mor’n 
Got good and goin’ gone, 
She kind o’ stops a-sudden— 

But I keep goin’ on. 
Then pa he grabs my collar 
Jist like he had a gaff; 
An’ Bill an’ all the fellers 


They laugh an’ laugh an’ laugh. 


An’ then she prances back’ard 
The same way that she come 

An’ Bill he. pulls the lever 
An’ then you hear ’er hum. 

Have you rode on a carriage 
An’ heard ’er sing like this: 


Them fellers on the carriage 
Are funny kind of men— 


They jist ride this way, that way 


An’ so and back agin. 

For them it ain’t no trouble 
To keep their places, for 

I guess perhaps that maybe 
They’re fastened to the floor. 

An’ when it comes to speakin’ 
The sawyer understan’s 

If they only nod their fore’eads 
An’ whisper ’ith their han’s. . 

There ain’t much use of talkin’, 
The place so noisy is 


When the carriage gets to singin’, 


9 


“Z—z-a-n-g—bunk—siss !” . 


There’s many kinds o’ business 
For boys growed up to men— 
A kid can be a barber . 
Or a kid can shove a pen. | 
But when I grow to manhood 
No airships I’ll invent; 
I won’t .be any lawyer, 

I won’t be president. . 
There’s other kinds of business 
I’d like a darn sight more 

Than bein’ sent .to Congress 
Or running of a store. 

I'll just ride on the carriage: 
There’s nothin’ fine as this— 








“B—boom, boom-boom, b—boom-boom, 


tig . 99? 


‘7—z-a-n-g——bunk—-siss ! 


No, music like the music, 
' “Z—z-a-n-g—bunk—-siss ! 


” 
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With the growth of com- 
merce on the upper lakes, 
which has already as- 
Sumed enormous propor- 
tions, schemes for connect- 
ing these ‘inland seas by 
shorter pathways multiply. 
The latest plan is for a 
ship canal across Michigan 
near the geographical cen- 
ter of the lower peninsula, 
connecting the Grand and 
Saginaw rivers. The pres- 
sent legislature is asked 
to make an appropriation 
for a survey. 

* * bd 


Blizzards to the north 
of us and floods to the 
south usher in reluctant 
spring. While northern 
Michigan, Wisconsin and 
Minnesota are covered 
with a mantle of snow 
such as they have not seen 
before this winter, the 





rivers in the more south- 


erly States are full to the 


brim and in some cases 
overflowing and doing 
much damage. Lumbermen 
on the Cumberland be- 
tween Nashville and the 
Ohio river have met with 
severe : losses. 


* * x 


Alpena, Mich., is to have 
a new establishment for 
the manufacture of hem- 
lock extract. It will be 
expected to consume 10,- 
000 cords of bark annu- 


ally. 
* * * 


W. I. Buchanan, chief of 
the department of agricul- 
ture and in charge of the 
department of forestry for 
the World’s Columbian Ex- 
position, calls attention to 
the comprehensive scheme 





for the classification of 
lumber which affords the 
opportunity to make a 
most thorough and attrac- 
tive exhibit, and he desires 
the lumbermen of the 
United States to fully ap- 
preciate their opportuni- 
ties for bringing their in- 
dustry to the front at the 


exposition. 
* * * 


Little Falls, Minn., 
March 6.— The Weyer- 
haeuser lumber syndicate 
has secured control of 
twelve’ miles of boomage 
and sites for two mills. 
This boomage will be suf- 
ficient to hold 300,000,000 
feet of logs, and the two 
milis which will be erected 
immediately will give em- 
ployment to 1,000 men. 
Headquarters will be 
established at this place. 





, ea ad Wey Qn 


Top-Quality Logs yield 


WI e i Long Leaf 


Lumber 
ARISTOCRAT OF STRUCTURAL WOODS 


This Long Leaf is the leader in the 
structural lumber field. It has PROVED 
its super-quality through years and 
years of service. Its tough, enduring 
fibers defy wear, stress and exposure. 
Sell it for ALL structural uses. 




















Wier Long Leaf Lumber Co. 
HOUSTON, TEXAS 
Millis: Wiergate, Texas 














MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
h2lf by Six Poplar Bevel Siding, Mouldings 


| f+ DUSTRIA 


ELIZABETH, LOUISIANA 























Timbers, chemically treated to 


prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 











62 





You'll find 
profit in handling Sallis Lum- 


satisfaction and 


ber, Mr. Dealer. And your 
customer will like it for its all- 
around quality. It has the 
strength and durability that 
make it ideal for structural 
work. With soft, velvety tex- 
ture, it is easy to work, easy 
to saw and nail, light to 
handle. 


Let us furnish you with Yard 
and Shed Items, Eased-Edge 
Dimension, Flooring. Ceiling, 
Siding, Finish, Mouldings, Cas- 
ing. Base. Shed stock is kiln- 
dried. Air-dried items are 
Lignasan-treated. Let us quote. 


Annual Capacity 35,000,000 Feet. 
1. C. and G. M. & N. Railroads 


SALLIS 


WHITE PINE [22*e— 


i t 
Al so California White 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Ofice—4i East 42d St. 


Shortleaf at its Best 









LUMBER CO., 
BRANDON MISS. 

















meas, 
WT.SMITH LUMBER C0. 


YELLOW PINE & HARDWOODS 
Chapman , WV FUE Versbests| 


RPL OF a TT 


GILLIES BROS. Ltd. 


ae ONTARIO, CANADA 


Genuine WHITE PINE Stxs:.. 


Air-Seasoned e Water-Cured 


for nearty 100 years. Capacity 30,000,000 feet annually. 
Members N. W. L. D. Assn 
DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 












BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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What the Associations Are 
Planning and Doing 


Utah Dealers' Association Has 
Sixteenth Annual Meeting 


Satt Lake City, Utan, March 17.—Utah 
lumber dealers held their sixteenth annual 
meeting here March 7-8 and had a record 
breaking registration of more than 450. New 
officers who were elected are: Lowe Ashton, 
Heber, president; Donald E. Smith, Logan, 
first vice president; K. H. Williams, Salt 
Lake City, second vice president, and C. N. 
Sargent, Salt Lake City, treasurer. C. W. 
Nortz is secretary of the association. 

The first session featured an FHA dis- 
cussion in which several authorities partici- 
pated, a talk, “Building for Days Ahead,” 
by Earl J. Glade, and the picture “Land 
of the Totem” was shown by W. J. Ivey of 
the Red Cedar Shingle Bureau. At the 
second session on March 8 “Taxes and Leg- 
islation” was discussed by Stanley J. Ste- 
phensen of the Utah Manufacturers’ Asso- 
ciation, and R. Hilliard of Paraffine Com- 
pany, Inc. Los Angeles, spoke on the 
subject, “Business Must Meet the Challenge 
of Ever Changing Conditions.” 

During the afternoon of March 8, the new 
president was introduced, various reports 
were presented, there was an open forum 
discussion and the meeting was adjourned. 
In addition to the business sessions there 
was an extensive program of entertainment. 





Secretary Is Appointed for 
Southern Calif. Group 


San Dreco, Catir., March 18.—Orrie W. 
Hamilton, manager of the Lumbermen’s 
Service Bureau of San Diego County, Calif., 
for the past 14 years, has been named sec- 
retary-manager of the Southern California 
Retail Lumber Association. 

Simultaneous with the announcement of 
the change of office managements, A. E. 
Fickling of Long Beach, president of the 
association, announced that association head- 
quarters have been transferred from Los 
Angeles to 1348 E Street, San Diego. 

The new secretary-manager will continue 
to serve as manager of the service bureau. 





Florida Dealers Announce Annual 
Convention Program 


ORLANDO, FLA., March 17.—Plans for the 
annual meeting of the Florida Lumber and 
Millwork Association, to be held April 3-4 
in the Angebilt Hotel at Orlando, have been 
announced by that body. Subjects, including 
“FHA in Florida,” “Legislation Affecting 
the Lumber Dealers, Including the Presenta- 
tion of the 1941 Architects’ Bill,” and “Ad- 
vertising and Sales Promotion” will be 
discussed. 

The speakers on the program April 4 in- 
clude M. L. Fleishel, chairman, Lumber and 
Timber Products Defense Committee; Jack 
Bryant, managing director, Asphalt Roofing 
Industry Bureau, New York; W. H. Scales, 
architectural engineer, Timber Engineering 


Co., New Orleans; H. R. Northup, secre- 
tary-manager, National Retail Lumber Deal- 
ers’ Association, Washington. The subjects 
these speakers will cover are of vital interest 
to all in the industry. 

In addition, a heavy program of entertain- 
ment is being planned. 





Carolina Dealers Plan Spring 
Goodwill Tour 


Cuartotte, N. C., March 17.—Plans for 
a goodwill tour of the Carolinas were made 
by officials and directors of the Carolina 
Lumber and Building Supply Association at 
a recent business session. It was the first 
meeting of the officials since the annual con- 
vention, and a number of important business 
matters were discussed. 

The dealers in the two States will join 
officials of the association for the tour early 
in the spring, the exact date for which has 
not yet been set. It is planned for as many 
dealers as possible to visit various lumber 
plants throughout the State, to see the im- 
provements and changes made by the in- 
dustry. 

Of the services offered by the association 
this year, it was decided to stress public re- 
lations and field service. Emphasis will be 
placed on the program to acquaint the pub- 
lic with the aims and purposes of the lumber 
industry. 





Buys Walnut, Ash Timber 


HENDERSON, Ky., March 17.—Evansville 
Veneer & Lumber Co., Evansville, Ind., has 
acquired title to ash and walnut trees 12 
inches or more in diameter, and to other 
growing timber 14 inches or more in diam- 
eter, on Diamond Island in the Ohio River, 
eleven miles below Henderson, and is allowed 
until Jan. 1, 1945 to cut it. 





Coming Conventions 


March 25—Willamette Valley Lumber- 
men’s Association, Osburn Hotel, Eu- 
gene, Ore., 6:30 P. M. Annual. 

March 26-27—Southern Hardwood Produc- 
ers (Inc.), Roosevelt Hotel, New Orleans, 
La. Annual. 

April 3—Southern Hardwood Traffic Asso- 
ciation, Hotel Peabody, Memphis, Tenn. 
Anniag. 

April 3-4—Florida Lumber and Millwork 
Association, Angebilt Hotel, Orlando, 
Fla. Annual. 

April 7—Texas Line Yard Retail Dealers’ 
Association, Hotel Galvez, Galveston, 
Tex. Annual. 

Apri] 7-9—Lumbermen’s Association of 
Texas, Hotel Galvez and Buccaneer, 
Galveston, Tex. Annual. 

April 15-17—American Forestry Associa- 
tion, Ambassador Hotel, Los Angeles, 
Calif. Annual. 

April 17—Southeast Missouri Retail Lum- 
ber Dealers Association, Marquette 
Hotel, Cape Girardeau, Mo. Annual. 

June 3-4—National - American Wholesale 
Lumber Association, Mayflower Hotel, 
Washington. D. C. Annual. 

June 12—National Association of Commis- 
sion Lumber Salesmen, Deshler- Wallick 
Hotel, Columbus, Ohio. Annual. 
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Association Secretary Sees 
Cypress Used in Garden 


The accompanying photo shows Mr. and 
Mrs. B. R. Ellis visiting Dupree Gardens, 
Tampa, Fla. Mr. Ellis is secretary of the 
Southern Cypress Manufacturers’ Associa- 
tion, and was in Tampa during the Florida 
Fair to supervise the association booth. 

Mr. and Mrs. Ellis were particularly im- 
pressed with the extensive use of cypress to 
achieve unusual rustic effects. It has been 





used in bridges, at the electric boat docks 
and for paneling in the dining room. Cypress 
knees have been fashioned into floor lamps 
and lighting fixtures. The garden itself is 
framed in great moss hung cypress trees. 

Dupree Gardens, formerly a private estate, 
is now a public flower garden which is 
attracting many visitors. 





Reorganization Complete, 
Company Elects President 


INTERNATIONAL FALLS, MINN., March 18. 
—R. H. M. Robinson was elected president 
of the Minnesota and Ontario Paper Co. 
at the initial meeting of the board of di- 
rectors of the reorganized company, members 
of which were appointed recently by the 
U. S. District Court. In December, 1931, 
Mr. Robinson became managing receiver of 
the company and in 1934 when the receiver- 
ship was converted into a trusteeship, he 
Was appointed managing trustee. 

The board meeting and election of officers 
marked the completion of the reorganization 
process. Mr. Robinson announced that there 
would be no change in operating policy and 
that the following employes of the old con- 
cern had been named to key positions in 
the new firm as indicated: R. W. Andrews, 
senior vice president; C. T. McMurray, vice 
president in charge of sales; R. J. Hender- 
son, vice president in charge of traffic; R. D. 
Main, secretary-treasurer; Frank J. Hick- 
ling, comptroller; J. H. Davidson, chief 
engineer; J. B. Norman, purchasing agent; 
L. A. Furlong, director of publishers’ sales; 
E. W. Morrill, sales manager, Insulite divi- 
sion; C. H. Nance, manager foreign sales, 
Insulite division; G. F. McDonald, sales 
manager, International lumber division: 
Clarence Larson, resident manager, Interna- 
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tional Falls, Fort Frances division; Ralph 
Bateman, resident manager, Kenora division; 
Dan McLeod, vice president, Kenora. 

Members of the Board of Directors, ap- 
pointed by the Court, will remain in office 
two years. 





Province Plants 6 Million 

Vancouver, B. C., March 15.—One mil- 
lion trees a week are being planted by the 
forest service in the B. C. Government’s big 
reforestation program and, with work now 
at its peak, three hundred men are employed. 
Six million trees will be set out by mid- 
April. Douglas fir predominates in the 
plantings, with small percentages of hem- 
lock, western cedar, balsam and spruce. 
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Ten-Day Dry Kiln Course 
Opens April 2 


The 22nd annual short course in dry kiln 
practice given by the New York State Col- 
lege of Forestry, Syracuse, N. Y., will be 
held April 2 to 11. Instruction will be 
given by Prof. Hiram L. Henderson, noted 
authority on drying methods, assisted by 
eight other members of the forestry college 
faculty. Each of the men is a specialist in 
his field. 

A dry kiln and sawmill located on the 
campus will be used for demonstration and 
experimental purposes. Complete informa- 
tion is available from Prof. Henderson, ad- 
dressed in care of the college. 






































Try this proved plan for 
better paint sales 


Today, when there are as many different kinds of ideas for 
selling paint as there are men in the industry, it’s well for you 
paint dealers to Stop—Look—Listen. To ask who’s behind 
this and that big idea, and how long he has been there. And 
learn too, what basis the idea man has for insuring a profit. 











Or you can save yourself all this trouble by becoming the 


ROUTE TO 
PROFITS 


exclusive BPS-Patterson-Sargent dealer in your community 
now. Here’s why... 


One BPS dealer wrote recently (name furnished on request) . . . 

“Our company has carried BPS products for 46 years, and during that period our 

customers have had ample time to prove to themselves that BPS stands for Best 

Paint Sold. The high quality of your materials, your company policies and your 

close co-operation have enabled us to build our paint department to a solid and 
satisfactory volume. We expect a fine increase in sales this year 


and know it will be achieved with this excellent start.” 

Try this proved plan, in your own interest. First it creates the 

desire to paint... then it aids in color selection ... then it 

directs the prospect to buy from you. You get a veritable parade 

of prospects through your store . . . more sales and more profits! 
Write The Patterson-Sargent Company, for complete informa- 

tion regarding valuable dealer franchises open in your community. 
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| Builders’ Commercial Agency q 


Set of Blue Prints and 


Sent to Employees of 


LUMBER DEALERS 


This Free Trial Lesson on “How to Read Blue 
Prints,’” and a set of blue print plans,—to 
show you how this 37 year old School for 
Builders makes it easy for men in lumber 
yard offices to list material, estimate costs, 
etc. Drawing of plans included if wanted. 
LEARN AT HOME IN SPARE TIME 
Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials and building contractors 
urge employees to get this training. For Free 
Trial Lesson address: 


CHICAGO TECH COLLEGE 
C-425 Tech Bldg., 118 E. 26th St., Chicago, Ill. 





ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








GILBERT NELSON & CO. 


Public Accountants 
332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 














Painted white or green. 
Very popular for yard and gar- 
den. Write today for circular 
and prices. 


-|LLINOIS WIRE & MFG. CO. 
Joliet, Ilinois 
= Lufkin, Tex. 








Vest Pocket Ready Reckoner 4.3%"! ves 
including a | er calculator for standard sizes, log rules, 
estimated we of lumber and miscellaneous useful lumber 
tabulations. 50 cents. 

AMERICAN , Publisher, 431 Se. Dearborn St., Chicage 
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Dealers Stress 


Rural Markets, Merchandising 


Farco, N. D., March 18.—March 11-12 
marked the annual convention of the North 
Dakota Retail Lumbermen’s Association, 
which was held here at the City Auditorium. 
Greetings to the delegates were extended by 
Fred O. Olsen, mayor of Fargo, and the 
response and annual president’s message was 
delivered by President T. H. Ferber. 

President Ferber spoke of the need for 
stability today, of the benefits extended by 
FHA, and he also mentioned pending and 





HENRY KLEIN, T. H. FERBER, 
Bismarck; Oakes: 
President Retiring President 


passed legislation which affected the lumber 
dealer. John H. Lamb, of the Northwest- 
ern Coal Dealer’s Association, followed 
President Ferber on the program, and 
amused the delegates with his fund of kindly 
but pungent wit. 

D. L. Montonna, Allied Building Credits, 
Inc., spoke on “Consumer Financing in the 
Lumber Yard.” Mr. Montonna emphasized 
the fact that people are installment minded ; 
that dealers have an installment plan avail- 
able, and he also pointed out the potentiali- 
ties that exist in the remodeling and repair 
market. 


Building Job in North Dakota 


“The Greatest Building Job in North Da- 
kota” was the subject of an address by W. 
E. Lillo, professor of economics, Jamestown 
College. According to Lillo, “the greatest 
building job facing the people of North Da- 
kota is the rehabilitation of agriculture.” 
That task was presented as a vital building 
project affecting practically every man, 
woman and child in the state, and particu- 
larly the lumbermen in North Dakota, since 
the success of agriculture, in a large meas- 
ure, determines the ability of the farmer to 
purchase. 

To illustrate this, he gave figures to show 
that in the average town, village or hamlet 
in North Dakota, 98 percent of the funds 
available for spending have their origin in 
the income from various forms of agricul- 
ture. 

He reviewed the history of agriculture in 
the State, and urged a realization of “our 
own stake in the solution to the problem,” 
a realization that the problem is not local, 
but national; that surplus control is a na- 
tional matter; that relationship to industry 
is national, and that industry is of vital im- 
portance as providing the greatest single 
market for farm products. Foreign and do- 
mestic markets and their possibilities, and 


new uses for farm products were touched 
upon. Lillo closed with a plea for home 
ownership, and asked that all do their part 
in restoring balance to the national income. 

A business session opened the final meet- 
ing, followed by several addresses, commit- 
tee reports, election of officers and final ad- 
journment. 

Long a favorite with North Dakota con- 
vention gatherings, Ormie C. Lance, secre- 
tary, Northwestern Lumbermen’s Associa- 
tion, spoke to the delegates on “Organized 
for Defense.” He gave as the present out- 
look a picture of manpower, both skilled and 
unskilled, being kept continuously busy, with 
every factory, large and small, harnessed up 
for Defense. 

He expressed the view that an early cessa- 
tion of hostilities would be only temporary, 
and that America’s Defense program would 
go steadily forward regardless of temporary 
changes in the European or Oriental pic- 
ture. The question of the availability of 
building materials was cited as one of the 
problems which the Defense program brings 
to the small building industry represented 
by the convention. He stressed in some de- 
tail the value of associations in keeping deal- 
ers informed and coordinating activities. 

Announcement was made by Lance of a 
lumbermen’s school at the Gardner Hotel 
the following day, with many enrolled for 
instruction in “Tested Selling Methods,” and 
a general invitation to all to participate was 
extended. 

Humorist Discusses Luck 

Closing speaker of the session was Tom 
Collins, Kansas City journalist and humor- 
ist. He chose as his Fargo subject, “Luck. 
Its Care and Feeding.” . He contended that 
“there is no more changeless thing in the 





JOHN F. ALSOP, 
Fargo; 
Secretary 


H. C. TINNES, 
Grand Forks; 
Vice President 


world than change; that it is flexibly-minded 
people who have luck, and that luck isn’t a 
matter of following a set pattern at all— 
one has to do a little thinking along with it 
since little things all merged together lots of 
times mean luck.” 

The new president, Henry Klein, Bis- 
marck, spoke briefly to the convention, ad- 
juring its members to “live up to the times 
in which we are operating our business.” 

Other officers who were elected were: Her- 
bert C. Tinnes, Grand Forks, vice president, 
and A. M. Dammen, Fargo, treasurer. John 
P. Alsop, Fargo, is again secretary of the 
association. 
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THE BUSINESS RECORD 








New Mills and Equipment 


ALABAMA. Union Springs—E. B. Chancey 
Lumber Co., a new company, is constructing 
a large planing mill and several sawmills near 
here. 

MICHIGAN. Watersmeet—Gogebic Timber & 
lumber Co., a subsidiary of the Penokee Veneer 
Co. of Mellen, Wis., has erected a sawmill here. 


MISSISSIPPI. Gulfport—Mexican Gulf Manu- 
facturing Co., Inec., a new concern, will erect 
a factory to manufacture wooden products, 
especially duck decoys. 

OREGON. Central Point—Moore Lumber Co., 
Inc., is building a planing mill here. 

Sandy—A. W. Bell is erecting a 45,000 to 
50,000 foot daily capacity sawmill here. 


Casualties 


FLORIDA. Bonita Springs—Mullins Lumber 
Co, sawmill and lumber valued at $10,000 de- 
stroyed by fire, as well as part of the settle- 
ment around the mill. 


GEORGIA. Cairo—Thomas-Robinson Lumber 
Co, planing mill damaged $15,000 by fire; loss 
partially covered by insurance. Will rebuild. 
The sawmill and stock of lumber on the yard 
were saved. 


MISSISSIPPI. Pascagoula— Martin Veneer 
Corp. mill damaged by fire, with loss estimated 
between $15,000 and $20,000, covered by insur- 
ance. Is being rebuilt. 


NEW YORK. Narrowsburg — Narrowsburg 
Lumber Co. sawmill and planing mill destroyed 
by fire, with loss estimated at $15,000 and no 
insurance. Lumber piled near the mill was 
saved. Will rebuild. 

Yonkers—Riverdale Lumber Co., 97 Riverdale 
Avenue, destroyed by fire. 


OHIO. Celina—Stephenson Lumber Co. plan- 
ing mill damaged between $12,000 and $15,000 
by fire, partially covered by insurance. Ad- 
jacent storage buildings and office were saved. 

TENNESSEE. Memphis— James E. Stark 
Lumber. Co., 25 Plum Avenue, machine and 
blacksmith shops destroyed by fire. Loss cov- 
ered by insurance. Production will not be 
hindered. : 





Business Changes 


ALABAMA. Good Water—Goodwater Lumber 
Co, succeeded by Pine Plume Lumber Co. 

ARKANSAS. England—Arkmo Lumber Co. 
succeeded here by Morgan Lumber Co. 

CALIFORNIA. San Francisco— Brice M. 
Stokes succeeded by Stokes & Steele Lumber 
Ca. 

ILLINOIS. East Alton—Hale 
succeeded by Fischer Lumber Co. 

IOWA. Ankeny, Bondurant and Pleasant- 
ville-—-Sloan-Pierce Lumber Co. yards at the 
foregoing places succeeded by Denniston & 
Partridge Co., with headquarters in Newton, 
lowa. 

KENTUCKY. Louisville—Muncy-Moore Lum- 
ber Co. succeeded by Moore Lumber Co. 

MICHIGAN. Muskegon—Langeland Manufac- 
turing Co. changed corporate name to Lange- 
land Lumber Co. 

MISSOURI. Kingsville—Kem & Howeth suc- 
ceeded by Wilson & Angell. 

Maplewoo¢ ace Corp. 
by Wallace Corp. 

Newburg—Newburg Lumber Co. succeeded by 
Landers-Barker Lumber Co. 

Waynesville—W. H. Powell Lumber Co. here 
succeeded by Charles C. Meek Lumber Co. 

NEBRASKA. Arnold—Dierks Lumber & Coal 
Co. purchased by Community Lumber & Imple- 
ment Co. and the stocks will be consolidated 
at the Community yard. : ' . 

NEW YORK. Brooklyn—Bennett Bros. suc- 
ceeded by Bennett Box Corp., 5101 2nd Avenue. 

NORTH CAROLINA. West Jefferson—R. C. 
3arr, Builders Supply Co. .and Phenix Chair 
Co. businesses now conducted as Barr Lumber 
Co., Ine. 

OHIO. Dayton—Miami Wood Specialty Co. 
succeeded by Wright-Dayton Co. 

PENNSYLVANIA. Berwick—Berwick Lumber 
& Supply Co. changing name to Berwick Con- 
struction & Supply Co. 

Elkland—Elkland Lumber & Supply Co., Inc., 
succeeded by Elkland Lumber Co. 

SOUTH CAROLINA. Chappells—J. F. Sharpe 
succeeded by Saluda River Wood Product Co., 
Ine. 

Simpsonville—W. W. Harling Lumber Co. suc- 
ceeded by B..B. Smith Lumber Co. 

TENNESSEE. Jackson—Yandell & Conger 
succeeded by Conger-Parker Lumber & Supply 
Co. 

Knoxville—McBride & Paxton, Inc., 





Lumber Co. 





succeeded 


succeeded 


by Tennessee Eastern Lumber Co., Inc. 
Pulaski—Joe Patterson, Jr., sold his lumber 
mills to Pulaski Lumber Co. 


TEXAS. Mineral Wells—Ware & Van Natta 
Lumber Co., 1200 East Hubbard, succeeded by 
Cc. D. Shamburger-Ware Lumber Co. 


VIRGINIA. Roanoke—Exchange Lumber Co. 
purchased by Skyline Lumber Co., Inc., and the 
two companies will be merged as the Skyline 
Lumber Co., Ine. 

WASHINGTON. Darrington—Darrington 
Shingle Co., Inc., succeeded by E. W. Wood. 

WEST VIRGINIA. Richwood—Steele-Wallace 
Corp. succeeded by Wallace Corp. 

WISCONSIN. Baldwin—Heebink Lumber Co. 
succeeded by Heebink Lumber & Millwork Co. 

Bridgeport—Horsfall Mill Co. succeeded here 
by Horsfall & Son Lumber Co. 

Owen—L. W. Cattanhach In Trust succeeded 
by E. W. Kidd Co. 

Rosholt—Budsberg & Rustad succeeded by J. 
M. Rustad. 

Viroqua—John E. Nuzum & Sons Lumber 
Co. sold to Nuzum Lumber Co. 

CANADA. ALBERTA Spruce Grove—S. J. 
Eccles & Sons succeeded here by Eccles Bros. 














Incorporations 


ALABAMA. 
Co.; $600,000, 

ILLINOIS. Chicago—Fred Ww. Heitmann 
Lumber Co., 5820 South Ashland Ave.; retail. 

East Alton—Fischer Lumber Co.; wholesale 
and retail lumber and building supplies. 

KENTUCKY. Lexington—Lumber Dealers 
Supply Co.; $20,000. 

MICHIGAN. 
Co.; $30,000. 

MISSISSIPPI. Gulfport—Mexican Gulf Manu- 
facturing Co., Inc.; $5,000. 

OREGON. Central Poi r Co., 
Inc.; will. do custom planing for small sawmills 
and will also conduct a wholesale and retail 
lumber business. 

WISCONSIN. .De Pere—Rupiper Lumber Co., 
incorporated by Emer T. Denessen and Lloyd 
A. Hansen of Green Bay and E. L. Everson, 
De Pere. The company will operate retail and 
manufacture millwork. 





Naveo—Southern Gulf Lumber 


Fenton—John Sweet Lumber 











Owen—E. W. Kidd Co.; to deal in lumber 
products, ete. 
CANADA. BRITISH COLUMBIA. Vancouver 


—Eureka Sawmills Ltd.; 470 Granville Street; 
$100,000. Will engage in sawmill operations. 


New Ventures 


INDIANA. Salem—E. E. Martindale and 
Orville Weston. have formed a partnership to 
manufacture and wholesale hardwood lumber. 

KENTUCKY. Pineville—Creech Bros. plan to 
put in a lumber yard and planing mill here. 

TEXAS.- Harper—The Mutual Lumber Co. 
will establish’ a branch yard here. 





“Hymeneal 


DE VRIES-MAEHLE—Charles' Peter 
DeVries, son of Mr. and. Mrs. DeVries, 
S. J. DeVries & Co., Chicago, was married 
to Jean Kathryn Maehle,- daughter of Mr. 
and Mrs. John Lewis Maehle at Rocke- 
feller- Memorial Chapel, Chicago, Friday, 
March 14. The marriage was part of a 
double ceremony in which Mr. DeVries’ 
bride’s twin: sister, Lois Margaret, was 
married to Frank Joseph Reif, Jr., all of 
Chicago. Mr. and Mrs. DeVries. will 
honeymoon in California, and Mr. and 
Mrs. Reif, Jr.; will honeymoon in Florida 
and Nassau. 





Loadings of Revenue Freight 


The. car service division of the Associa- 
tion of American Railroads reports ‘that rev- 
enue freight for the two weeks ended March 
8 totaled 1,498,592 cars, showing an increase 
of 98,923 cars over the number for the two 
weeks ended Feb. 22. Forest products load- 
ings of 79,118 cars show an increase of 3,099 
cars over the number for the two weeks 
ended Feb. 22. 
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This is the Pine preferred because of its notable 
superiority. It's from choice timber that grows 
in the Klamath region, famed for the surpassing 
quality of its Ponderosa Pine. Selects and Com- 
mon, S4S, Yard and Shed Stock, Factory Lumber, 
Bevel Siding, Knotty Pine Paneling, Dimension, 
Lath, Mouldings, Box Shook, Crating. Right now 
is a good time to start handling this BETTER 
lumber. 
Member Western Pine Association 


Send Your Orders to ad 


CRATER LAKE 


Sprague 
River, 
Oregon 


BOX & LUMBER CO. 





THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 

















SULLIVAN LUMBER CO. 


oe OREGON 


c i yeaa 
=a arti 


SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 28 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











J JAMES W. SEWALL NW 


Consulting Forester 
JAMES W. SEWALL PHILLIPS & BENNER 
Old Town, Maine Ruttan Block, 
Port Arthur, Ontario 


Established 1910 
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Portland, Ore. 


WEST COAST WOODS The lumber 
market in this area continues strong. De- 
mand is good from all domestic markets, 
and is showing a rather rapid seasonal 
expansion, with more emphasis than usual 
on rail shipment. Practically every item 
is wanted, and mills, large and small, are 
running full tilt in every department. 
Manufacturers are trying hard to main- 
tain reasonable price levels. 

EAST COAST—This market is limited 
only by cargo space. Ships are booked 
weeks ahead, and a whole fleet could find 
ready employment at most attractive 
rates. The order file is growing, and 
heavy diversion to rail movement is un- 
der way. Prices are strong, and most 
items hold at about former levels. 

CALIFORNIA—Prolonged wet weather 
in California delayed buying recently, but 
conditions have improved and southern 
buyers are seeking to place orders for 
considerable quantities. Again, there is 
not enough ship space available and the 
rail movement is increasing. 

OFFSHORE -— Hawaiian demand is 
heavy, and the movement is unusually 
large, with prices strong. Foreign busi- 
ness is of negligible volume. 

LOGS—Despite most favorable produc- 
tion weather, logs of all kinds and sizes 
are searce and mills are bidding higher 
for them. Portable mills are increasing 
operations, and those mills which have 
been on a one-shift basis are putting on 
two. The labor situation in both the log- 
ging camps and in the mills appears 
satisfactory. 


Houston, Tex. 

SOUTHERN PINE—Demand remains 
strong for a wide range of items. In No. 2 
dimension, 2x4-, 2x6-, 2x8-inch, and some 
lengths of 2x10-inch, are very scarce. The 
same is true of No. 2 boards, 1x8- and 
1x10-inch. No. 1 dimension is moving, but 
is not as searce as No. 2. Upper grades 
are also in demand. Retail yards are buy- 
ing freely, but most orders are mixed 
and difficult to fill. tailroads continue in 
the market for grain doors, causing all 
items of No. 3 to be scarce and strong. 
Railroads are also buying car as well as 
maintenance material. Defense projects 
take considerabe lumber. 

HARDWOODS Rain continues to 
handicap logging operations. Demand 
is strong for all items, and prices are firm. 
are firm. 

SHINGLES AND LATH—Shingle prices 
are a little weak. Pine lath also continue 
weak, ranging $4@4.25 for No. 2, and 
$4.75@5 for No. 1. 


SeatHle, Wash. 


WEST COAST WOODS—RAIL—Prices 
remain unchanged. Demand from middle 
West retail yards is limited to their im- 
mediate needs. The mills have good files 
of Defense orders and do not need to 
make any concessions. 

INTERCOASTAL—With two big Luck- 
enbach vessels diverted to the Orient and 
Chili trade, the tonnage available for At- 
lantic coast shipment continues to shrink. 
Availability of space governs all trading. 
The demand is good, and more and more 
business is moving by rail. Prices are 
practically unchanged. 
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CALIFORNIA—Lack of shipping is in- 
creasingly a_ factor. California prices 
show little change. 2 


SHINGLES—Prices are 5 cents lower 
for ‘all grades. The unprecedented Cali- 
fornia rains are believed partly responsi- 
ble for slow demand from that area, and 
the middle West is not an active buyer. 
Stocks are increasing slightly, with No. 
2 XXXXX in largest supply. 

EXPORT—British Columbia is moving 
large shipments by rail to the Atlantic 
Coast for shipment to United Kingdom. 
The Orient is practically a dead market. 
The west coast of South America is in- 
quiring lightly, but huge shipments for 
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the Canal Zone make shipping difficult 
further south; the east coast is buying 
small amounts, but trading is difficult. 
There is a fairly good demand from South 
Africa, but no steamer space is available. 
Hawaiian demand is good but ship space 
is tight. 

LOGS—Prices are steady. Inventory of 
logs on Puget Sound is ample, for open 
water his facilitated camp _ operation. 
Hemlock inventory is large, but it moves 
readily for pulp and lumber. 





WHAT SAWMILLS CAN 
MATCH THIS 50-YEAR 
RECORD? 


Kli Wiener, of Dallas, Tex., president of 
the Angelina County Lumber Co., of Keltys, 
Tex., for fifty years has been connected with 
this leading southern pine manufacturing 
concern, which has operated its sawmill at 
one location, under one ownership and under 
one name, during all this time. 

The Angelina County Lumber Co. was 
incorporated in August, 1890, by Sam 
Wiener, Jr., S. W. Henderson and J. H. 
Kurth. Messrs. Henderson and Kurth have 
both been dead for a number of years. 
Sam Wiener, Jr., 
though for some 
time inactive in the 
business, living at 
Shreveport, La., is 
one of the main 
stockholders. 

Fli Wiener, born 





ELI WIENER, 
Dallas, Tex.; 
Veteran Executive 





in Winona, Miss., 
March 22, 1876, 
started to work for 
the Angelina County 
Lamber Co., at 
Keltys, Tex., on Oct. 
15, 1890. He _ be- 
came assistant secre- 
tary-treasurer of the company in 1935, a 
director and secretary-treasurer in 1896, and 
president in 1915. 

He has devoted this fifty years to service 
to the company and to the industry of which 
it forms a part, now being chairman of the 
important transportation committee of the 
Southern Pine Association; and his relations 
over the years with men in the lumber and 
allied industries, he declares, have been 
pleasant. 

A record of the names of other sawmills 
that have been operating at one location, 
and under one name or under one owner- 
ship, would be of interest to veterans of the 
industry; as would also the names of the 
seasoned executives who have guided their 
affairs. 

Send Your Fifty-Year Records to the 
AMERICAN LUMBERMAN! It will be 
good for executives of veteran com- 
panies, or veteran sawmill executives, to 
know each other better. 
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Market News from Na 


Kansas City, Mo. 


SOUTHWEST MARKET—Small declines 
in lumber prices have been attributed to 
the fact that retailers have not been re- 
plenishing their badly broken stocks. Yet 
pine mills still run at capacity to fill De- 
fense orders, rains and snow retarding 
production. Mill stocks are broken. Build- 
ing prospects indicate a growing need for 
lumber. Prices of most southern woods 
are steady to $2 lower than they were a 
month ago, with the bulk of the mark- 
downs posted by smaller mills. The big 
mills have resisted strongly any conces- 
sions, 

SOUTHERN PINE There have been 
some further slight price reductions. Mills 
report badly broken stocks and that dry 
commons, notably 1- and 2-inch items, are 
scarce. Those line yards that wanted 
mixed lots promptly have been forced to 
purchase several cars at a time in order 
to obtain assortments to round out 
stocks. Orders for mixed lots of uppers 
can be filled fairly promptly. 


WESTERN PINE—Mills are working 
hard to catch up on their back order files, 
and current orders will require capacity 
operations for nearly two months. The 
flow of new business still is large but less 
than it was a month ago. Prices have 
held steady, except on selects in straight 
cars Which have lost about $2. Shop 
grades are a little easier. 

OAK FLOORING—The Government is 
buying for cantonment projects. Sales 
volume is better than it was a week ago, 
and in excess of production and shipments. 
Select plain red, 3§x2%4-inch, is oversold, 
and demand is particularly heavy for 
No. 2 common and shorts. 


HARDWOOD—Rains have played havoe 
with production in the Southwest. Prices 
remain steady at recent highs. The kiln 
drying situation is getting worse. 





SHINGLES—Prices are off 5 to 15 cents 
a square. Demand is light and supply is 
well in excess of needs. 


Birmingham, Ala. 


SOUTHERN PINE—A slack market is 
reported. Government buying is off, and 
deliveries to yards in the East were de- 
layed by a blizzard. On account of softer 
prices, southern yards are holding off buy- 
ing except for immediate needs. No. 2 
common boards show a wide price range. 
Dimension is also weak. Some larger mills 
are trying to stabilize prices. Production 
is continuing almost at peak, and new 
operations are being opened. The best 
demand is from the Government, followed 
by industrials. 


Memphis, Tenn. 


SOUTHERN HARDWOODS — The De- 
fense program has stimulated sale of 
furniture, much lumber, especially gum, 
now moving to the plants, and low grades 
are being sold in large quantities to mak- 
ers of boxes and crates, needed for war 
materials. Demand has been steadily ris- 
ing, and orders are but few points under 
100 percent of normal output and—as they 
have been all this year—are still far in 
excess of current production. Production 
during January and February averaged 
73% percent, and sales were 79 percent of 
normal output. The spread between pro- 
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duction and sales became greater during 
the first two weeks of March. The pro- 
ducers are therefore building up a large 
backlog of orders. Mills are experiencing 
some difficulty supplying sufficient of cer- 
tain items in dry condition to fill orders. 
Hardwood fiooring manufacturers report 
they have difficulty in obtaining rough 
stock. Prices have continued firm all the 
way down the line. 


OAK FLOORING demand, principally for 
governmental projects, is growing. A San 
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tion’s Lumber Centers 


satisfactory volume for this season. Stock 
items are in good demand, with Govern- 
ment buying leading the parade. Prices 
remain unchanged. 


Shreveport, La. 


SOUTHERN PINE—The market is a 
little quiet. Orders from retail yards are 
not coming in as steadily as might be 
expected. More stock is available than 
for three months or more, so many deal- 





ers hold off buying, hoping for a material 
drop in prices. Slight recessions seem to 
be confined mostly to No. 2 common di- 
mension and boards from small and me- 
dium sized mills. No. 1 and better grades 
are firm, and likewise good No. 3. Sev- 
eral mills are maintaining lists put out 
a month ago, as they have a lot of busi- 
ness on their books. Production is ham- 
pered by excessive rain and cold weather, 
unseasonable for the South. 

SOUTHERN HARDWOODS—Production 
is still below normal, for logging is dif- 
ficult in low places. Mills are short of 
many staple items, and it will be several 
months before they begin to catch up 
with orders. For some items, buyers are 
compelled to shop. On no items has there 
been any weakening in prices. 








Diego, Calif., Defense project may consume 
6,000,000 feet, and a Newport News, Va., 
project will require 750,000 feet. Flooring 
prices have continued unchanged. 





Tacoma, Wash. 


Wace il 
Ya ote ll 
WEST COAST WOODS—Demand is ex- a ey : Sec 


cellent, and order backlogs at virtually se ay roan : Fars 
all plants are mounting steadily. Prices : 
are strong, and there is every indication 
that they will remain that way. Defense 
buying is still the chief stimulus, but sea- 
sonal demands of private construction are 
becoming more and more evident. Plants 
are operating at near capacity. Unusu- 
ally favorable weather is aiding camps 
in producing a plentiful log supply. Ship 
space is scarce, largely because of pri- 
ority on Government orders. 






































San Francisco 


LUMBER CHARTERS—In the Oriental 
trades, general cargo continued strong, 
but bulkier commodities, because of 
lower rates, remained inactive. Shortage 
of ship space moved lumber rates to 
higher levels in the Australian trade, 
with the lines booking little at between 
$38 and $39. Lumber was quiet in the 
South American trade. In the eastbound 
intercoastal trade, lumber continued to 
crowd available space. A recently re- 
ported time charter rate was $8.25 a ton, 
the highest since the present war started. 


LUMBER RECEIPTS—Lumber receipts 
in January, 1941, at the Port of Oakland 
registered a large gain to 17,283,370 feet, 
from 12,558,630 feet in December, 1940, 
and 14,247,950 feet in January, 1940. 


CALIFORNIA PINES—From throughout 
the pine lumbering districts of California 
word comes that lumbermen are excep- 
tionally optimistic over prospects. Many 
of the larger mills indicate they will in- 
crease their cut over last year by a con- 
siderable margin. 








Good Sound Logs 


become permanently 
BRIGHT LUMBER 


when 


DOWICIDE- 
Treated 


Watch out for sap stain and mold ..... 
they may show up any time in your yard 
stock, as a result of bad seasoning condi- 
tions, damp storage or exposed shipments 
of lumber. 











ae | Baia: 

This test shows what a difference 
DOWICIDE makes .... . effectually 
preventing sap stain and insuring 


BRIGHT LUMBER. 


REDWOOD—tThe market is fairly firm. 
Stocks of most of the desirable items are 
low. Tank and vat stock is in fair de- 
mand, with no surplus supplies. 


Protection should begin at the mill by spray- 
ing or dipping all freshly cut stock with 
DOWICIDE. This provides effective control of 
all commercially important species of sap 
stain and mold fungi. 


Minneapolis, Minn. 


NORTHERN PINE — Although an un- 
heralded snow and wind storm of near- 
blizzard proportions put a temporary 
damper on rural sales throughout this 
section, seasonal demand is greater than 
usual both in the cities and in the coun- 
try areas. Retailers are adding to stocks 
and, despite large shipments, mills are 
still able to meet the demand, but there 
are indications of a shortage in some 
items before new material now being 
seasoned is ready. Prices are firm. 


NORTHERN WHITE CEDAR — Scat- 
tered orders are being placed for both 
poles and posts, though this is the usual 
off season. Unfavorable woods conditions 
have hampered winter production, al- 
though most manufacturers believe output 


If you want to be sure of bright, stain-free, 
air-dried lumber, always specify DOWICIDE- 
dipped stock on your orders to the mill. 


Modern mill practice calls for standardized 
DOWICIDE treatment of stock. 


DOWICIDE 


Distributed and Serviced by 





Ns. 40-A 
timate work is expected to herald a brisk Pb 
upturn in orders. Actual sales are in 





Write for 

il i | 
wiii'be fuffctent to meet the demand, tor A, ), CHAPMAN & COMPANY, Inc. powicibe | 
MILLWORK—Increasing volume of es- | CHICAGO, ILL. PORTLAND, ORE. § NEW ORLEANS, LA. | 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


ecializing in 
Sp & WASHINGTON, D. C., March 17.—Following is the National Lumber Manufacturers’ Asso- 


ciation’s report for two weeks ended March 8 and for ten weeks ended that date, covering 
mills whose statistics for both 1941 and 1940 are available, and percentage comparisons with 


statistics of identical mills for the corresponding period of 1940. 
Many of our customers have been 

















“ ~ Av. No. Per- Per- Per- 
turning to COTTONWOOD for their Mills Production cent Shipments cent Orders cent 
crating requirements. This is a good TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
tough textured wood, nails easily, Total Softwoods .. 395 453,726,000 121 471,533,000 118 517,023,000 123 
light in weight, and is considered Total Hardwoods.. 97 20,843,000 96 21,549,000 111 24,129,000 136 
one of the best crating woods. We Total Lumber ..... 274 474,569,000 120 493,082,000 117 541,152,000 12: 
can supply this stock in regular Total Flooring .... 78 21,900,000 12% 21,116,000 112 25,510,000 120 
width: n : TEN WEEKS: 

2 3 rea _ — = Dir supply Total Softwoods .. 402  2,125,165,000 119  —2,315,635,000 122 — 2,384,337,000 121 
*idth 2 & & imension Total Hardwoods.. 98 107,869,000 97 114,784,000 118 109,994,000 114 
widths, eo. eee een | pare Fee Tat a _ pas 

. Total Lumber a eserace 482 2,233,034,000 118 30, 419, 000 122 2,494,331,000 120 
Let us know of your requirements Total Flooring..... 79 111,983,000 133 97,505,000 127 107,929,000 98 


as we may be able to offer some 
helpful suggestions. 


Sinnateameres th Uiteieendteen, NATIONAL STATISTICS FOR FEBRUARY BY REGIONS 





ern Hardwoods and Yellow Pine lumber. WasuHIneTon, D. C., March 17.—Following is the National Lumber Manufacturers’ Asso- 
We can dress, resaw. ciation’s report for the four weeks ended March 1 and for nine weeks ended that date, 
rip and kiln- dry. cov ering mills whose statistics for both 1941 and 1940 are available, and percentage com- 


parisons with statistics of identical mills for the corresponding period of 1940: 


CANTHOOK LUMBER co. Avie Production oon Shipments pane Orders pane 











FOUR WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
722 CHESTNUT ST. ST. LOUIS, MO. se ins 
o 

Southern Pine ..... 131 137,232,000 119 142,993,000 138 143,181,000 135 
Wrast CeGat . <><. 126 473,502,000 122 454,078,000 116 470,082,000 83 
Western Pine ..... 98 221,812,000 12: 289,980,000 125 299,192,000 130 

ia Redwood 14 34,952,000 114 38,492,000 154 33,023,000 130 
} nana eee Cypress .. 9 10,223,000 1138 11,296,000 120 9,923,000 126 
Northern Pine ..... 8 3,598,000 307 9,224,000 107 9,265,000 111 


SUGAR & WESTERN Northern Hemlock. 17 14,603,000 232 5,657,000 107 5,909,000 103 


PINE AGENCY Total Softwoods.. 404 898,075,000 123 952,203,000 122 981,929,000 125 

















Hardwoods: 
#1 MONTGOMERY ST. Southern Hardw’ds. 781 30,153,000 104 35,026,000 113 32,741,000 121 
SAN FRANCISCO, CALIFORNIA Northern Hardw’ds. 17 11,292,000 65 10,693,000 126 10,015,000 117 
Total Hardwoods. 98 41,445,000 s9 45,719,000 116 42,756,000 120 
xy Lu oA R Pattern Lumber Total Lumber.... 485 939,520,000 121 997,922,000 122 1,024,685,000 125 
Oak Flooring ..... 65 39,434,000 - 34,888,000 wa 47,371,000 ne 


Selects and Maple, Beech and - 
|S iT My E Shop ' Birch Flooring .. 14 4,733,000 ar 4,747,000 De 5,498,000 


NINE WEEKS: 





















. + . Softwoods: : 
California Ponderosa Pine Southern Pine... . 125 309,018,000 126 321,554,000 145 330,064,000 148 
° WeOSt CoGat ...ccce 126 1,019,181,000 119 1,005,781,000 118 1,.010,319,000 113 
Mouldings and Cut Stock Western Pine ..... 100 445,204,000 116: 630,035,000 122 650,887,000 124 
California Redwood 14 71,988,000 112 79,297,000 139 72,514,000 127 
Southern Cypress.. 9 22, 278,000 106 25,562,000 138 21,987,000 25 
» Sugar Pine Specialists for 30 Years, y Northern Pine ..... 8 7,057,000 270 20,562,000 115 19,048,000 105 
Northern Hemlock. 18 28,410,000 139 13,890,000 129 14,010,000 12 
Total Softwoods.. 407  1,906,049,000 119 2,101,692,000 124 2,123,410,000 121 
: PINE and Hardwoods: 
Southern Hardw’ds. 80 66,234,000 105 77,374,000 118 71,505,000 110 
Hardwoods Northern Hardw’ds. 18 30,498,000 84 26,719,000 126 24,834,000 117 
= Total Hardwoods. 98 96,732,000 98 104,093,000 119 96,339,000 112 
a S) Total Lumber ... 487 2,002, 781, 000 118 2,205,785,000 124 2,219,749,000 120 
eee, Ce Oak Flooring ..... 65 90,176,000 76,732,000... 83,957,000 
Maple, Beech and 
Birch Flooring .. 14 10,745,000 ee 10,311,000 ute 11,762,000 
7Units. 





REGIONAL UNFILLED ORDERS AND STOCKS MARCH | 


Wasuincton, D. C., March 17.—Following is the monthly statement by regions of eight 


coegenee o- = So oy pradustion of groups of- identical mills and two groups of hardwood flooring plants of unfilled orders 
modern mulls. ort Leaf Pine, Hardwoods, —— 5 7 ’ . 
Cypress, West Coast Products, Treated Lumber, and gross stock footage on March 1: 




















Hardwood Flooring, Cedar Closet Lining, Ply- No. of Unfilled Orders Gross Stocks 
wood, Grain Doors, Veneers, Shingles. Send Softwoods— Mills 1941 1940 19 
a ee ee eer ae Setieiiin Die ovens casts 126 111,164,000 77,630,000 354,800,000 490,556,000 
Was SEEDED 126 557,086,000 432,863,000 822,993,000 903,326,000 
W. V. PERSUSSN LouESe CS. Daten tee 2: 100 = 306,629,000 224,743,000 1,229,096,000 1,423,842,000 
ST. LOUIS, MISSOURI California: Redwood ....... 14 51,600,000 27,233,000 271,639,000 309,832,000 
Southern Cypress ........-. 9 8,970,000 5,452,000 165,786,000 195,233,000 
WeGtOTR PURO onc ccccccces 8 7,921,000 4,839,000 98,169,000 105,855,000 
COLONIAL CEDAR COMPANY Northern Hemlock ........ 10 5,605,000 "5,005,000 —- 91,064,000 70,492,000 
2501 Northlake Ave., Seattle, Wash. Total Softwoods ......... 396 1,048,989,000 779,064,000 3,049,394,000 3,524,029,000 
Hard woods— 
Southern Hardwoods ...... 778 48,862,000 43,043,000 232,074,000 267,691,000 
Rea Northern Hardwoods ...... 12 20,626,000 15,244,000 92,327,000 | 100,906,000 
> ee Total Hardwoods ........ 90 69,488,000 58,287,000 324,401,000 368,597,000 
C jor” ee eee 476 1,118,477,000 837,351,000. 3,373,795,000 3,892,626,000 
e Flooring— 
Oak Flooring ............. : --—_. 5,656,000 72,280,000 75,723,000 82,692,000 


*° . Maple Flooring ............ 13 10 004, 000 8,629,000 15,067,000 14,889,000 
“Totem,” Hand-Split - “ Fitite,” Processed Units of production. 
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5 RELATION OF UNFILLED ORDERS TO STOCKS 








o- WasHINGTON, D. C., March 17.—Following is statement of seven groups of identical mills 

1Z of unfilled orders and gross stock footage on March 8: 

th No. of Mills Unfilled Orders Gross Stocks 

ee 1941 1940 1941 1940 

Total Softwoodsa*.§ .....<c0.. 390- 1,091,254,000 ~ 786,574,000 3,027,088,000 °3,471,234,000 
Total Hardwoods* ......... 96 75,007,000 63,766,000 356,630,000 412,723,000 

10 TOCGQh LUWOROP ccncccccccwes 472 1,166,261,000 850,340,000 3,383,718,000 3,883,957,000 
Oak and Maple Flooring.... 88 67,361,000 83,053,000 91,491,000 97,884,000 


*Of Northern mills, 14 reported on softwoods, 16 on hardwood unfilled orders; 17 
mills on stocks. The total number of mills (486) includes 14 northern plants that are 
in both softwood and hardwood subtotals. 





Western Pine Summary - Southern Pine Statistics 


PorTLAND, OrE., March 17.—The Western ~ [Special telegram to AMERICAN LUMBERMAN] 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 


New Orveans, La., March 19.—Following 
is a summary of reports from southern pine 








March 8: mills for two weeks ended March 15: 
. Report of an Average of 97 Mills: Average weekly number of mills, 122; 
Y Total for 2 weeks ended Units+, 102 
te, March 8,1941 March 9, 1940 Two-Weeks 
Production ... 122,133,000 94,722,000 Three-year average production* 60,837,000 
n- Shipments .... 142,317,000 121,827,000 Actual production ............. 66,329,000 
Orders received 153,424,000 128,082,000 Shipments ..............eeeeee 59, 797,000 
Report of 94 Identical Mills: CPGOTE POCCIVGE oo oc cciciesiceess 65,639,000 et | " t rs 
March 8,1941 March 9, 1940 1 7 8; U 
Unfilled orders 320,019,000 227,144,000 Se 6 i, ee Se ae m not worrying --- 
Gross stocks. .1,194,015,000 1,363,289,000 On Mar. 15, 1941 
Report of 94 Identical Mills: RTE OURBTE o.oo isis e sees 108,352,000 | d h ~ o 
c——_ Total for bees?" ili if lU rr 266,085,000 or er t roug a e- 
1941 . 194 i 
: , e417 207 Nov. 1, 1937, to Oct. 26, 1940. a b] W t 
Production ... 511,713,000 436,207,000 . , ’ 
Shipments .... 681,846,000 571,718,000 +Unit is 299,000 feet of “3-year average” pen a e es ern 
Orders ....... 708,611,000 587,832,000 production. L 7. Wh ‘ i a 
W usual seasonal slump. In several sections u er 0 esa er 
est Coast February Facts -sidential if ‘buildin has been rac- 
ie . is a Se mae ae wdc The lumber buyer who has a good 
_ SEATTLE, WASH., March 17—A combina- tically stalled by severe weather. Shipments Western Wholesale connection can at 
tion of large order files and an open winter to the Atlantic Coast remain slack because all. times be sure of getting the best 
has had the effect of expanding West Coast of space shortage. Following is a summary that the market affords. Best in prod- 
logging and lumber manufacture to more of the association’s statistics for February uct quality, in variety, in value, in 
than the estimated capacity of the West (four weeks) : service. 
Coast industry, says the se Coast Lum- Weekly Averages for February Western mills are humming. Produc- 
bermen’s Association. Small portable oper- Production ..............ee00- 167,196,000 tion capacities are crowded. Order 
ations have multiplied, and some mills with I ioc nt an ercon 158,602,000 files are heavy. Now, more than ever 
one-shift rating have been operating two — of month— === 165,056,000 before, you have need for a good West- 
| shifts. As a result, production reached an ee en 701,394,000 ern Wholesaler to represent you in the 
! exceptional peak in February. The sus- COPOGE MUMOTES. 66 666 oo ba Sa cieicwes 889,172,000 market. 
tained heavy volume of orders is due to con- Cumulative Totals tor 9 Weeks He is right here on the job all the time. 
tinued expansion of Defense construction, —— sete eee e ee cece sees ect eee Watching the market. Constantly in 
2 4 ; ; nt ,o91, : : , 
ranging from ship yards to industrial hous- egal ae ee ae Raaae 1'399'876,000 contact with hundreds of mills. He 
ing, from new Army camps in the States to - Orders by markets—- sinc eaiiaaia knows where to find the stocks you 
Defense building of many types in Alaska pal — ..... 424'812'000 hye He can assemble them quickly 
and other national outposts. Defense re- Export ......... isd gk a onseinain saa eee eee or prompt mixed-car shipments. 
: e i I Re oy as sa016 sO wisi een ee Ore one .79,729,000 . 
quirements represent from on to 50 eae Welire enepCawet Be eo won panes The West Coast Wholesalers listed be- 
P ° : ruary o vas .9 perce , : 
7 of the current demands on West Coast mills. Soweek production wae 0.8 meeeuat, oF low can supply all your needs in Doug- 
7 The retail yard trade is experiencing its 1926-1929—years of highest production. las Fir, Ponderosa Pine, Western Red 


Cedar, Idaho White Pine, West Coast 
Hemlock, California Sugar Pine. 








Mauk Seattle Lumber Company 


Our Spertaiiee: HOMESTEAD Brand a. 
2x4 Fir Dimension, SEATTLE, WASH. 





























rht . — 
- 7 : “ge 
The Mark of Quality 

TOET NO. nesn thts, Pertiantive 

100 CARL SODERBERG = froducts Corp. 

00 LUMBER COMPANY Psst. ors 

oe Manufacturers and Wholesalers Washington 

100 

100 WALES LUMBER COMPANY 

nd Old National Bank Building 

00 ae - -« = WASHINGTON 

100 

00 

00 The installation of a modern planing mill, a large dry shed and a Moore dry kiln 32x84 feet, (shown aeauaeren atte SeDaeeh, Hee 


above) and the electrification of their sawmill and planing mill are among the recent improve- 
100 ments made by the Ivory Pine Co. at the Bly, Ore. plant. The kiln fan system is powered by a 

00 reversible steam turbine, and the exhaust steam is used in the heating coils of the kiln. The Bly DUNCAN LUMBER COMPARY, INC. 
mill produces Ponderosa pine. Headquarters for E. P. Ivory, president, is at Klamath Falls, Ore. yon yh By th Pay nn 
SEATTLE, WASH. 
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Eastern Trade News 


Boston, Mass., March 17.—A_ develop- 
ment of real interest in lumber and forestry 
circles is the announcement which comes 
from Director Albert C. Cline, of the Har- 
vard Forestry School, at Petersham, Mass., 
of the formal dedication of the new public 
museum of New England forestry which 
has been set for May 13 and 14 at Petersham. 
Leaders at the school can now undertake 
a new program of public education in for- 
estry, based on a series of 23 scale models 
of forestry methods and conditions, to be 
housed in the museum. 

WEST COAST WOODS 
million feet arrived at 
in the first half of the month, but the 
month's total will be sharply increased 
by heavy consignments arriving from 
British Columbia today and March 30. 
The market situation is confused and dif- 
ficult, as unsold lots have accumulated 
at the terminals, while buyers hesitate 
over the price level that has prevailed 
six to eight weeks. Local offices are not 





Just under two 
Boston by water 


tive production covered by orders, chiefly 
from industrial centers. For water de- 
liveries at ports north of the Vineyard, 
there are limited offerings of random, 
scantling and timbers at $38@40. For rail 
deliveries at Boston rate points, most 
sales of 2x4- and 5-inch are at $39, and 
moves up to $47 for 2x10-inch, $49 for 
2x12-inch, and $45@47 for 6x8- and 8x8- 
inch. The call for boards continues ur- 
gent, with the 1x4-inch at $39, up to $46 
for the 1x9-inch, and $48@49 for the 10- 
and 12-inch. Demand for 1x2- and 38-inch 
bundled furring continues to absorb all 
offerings by larger mills at $38@39, 
though there are sales of sub-standard 
stock at $1 less. 

LATH AND SHINGLES 
inch spruce lath are fairly active and 
steady in price at $3.60@3.85, with the 
wider size at $4@4.25. There is the usual 
increase in spring demand for eastern 
white cedar shingles, with the price list 
steady at $3.95 for extras; $3.75 for clears; 
$3 for 2nd clears, and $2.75@2.90 for clear 
walls. There are no West Coast red ce- 
dars coming by water. Carload orders 
for delivery at New England points have 





Standard 1%- 








Modern in appearance and performance is this home insulation unit mounted on a I'/ 


ton cab-over-engine Dodge "“Job-Rated" truck. 


It is being operated by the Grand 


Rapids Lumber Co., Grand Rapids, Mich. The Grand Rapids company uses Johns-Man- 


ville rock wool. 


The density of the material blown into walls or ceilings by the semi- 
automatic self feeding blower is regulated according to pressure gauges. 


The blower 


is operated by a small gasoline engine in the special van body, 16x7!/ax6 feet which will 
carry 200 bags of insulating material. 





inclined to offer special inducements. It 
is said also that the New York market 
is similarly below par, while Philadel- 
phia is buying freely and at prices named 
by the seller. Except for Defense orders, 
mill shipment lots for loading prior to 
early May are not solicited by most Bos- 
ton offices. Transit lots of fir dimension, 
when available, are offered at full list 
prices as shown on page 18 West Coast 
list 33, and small lots from spot whole- 
sale yard stocks to dealers are held quite 


generally at $1 over list. Sales of hem- 
lock dimension from dock take a $1@2 
discount from page 18. The outlet for 


boards to industrial centers continues to 
expand. The price for No. 2 fir and/or 
hemlock varies very little from $38 on 
the dock,- while there is a spread of $33.50 
@ 34.50 for No. 3. 


EASTERN SPRUCE — Production on 
this side of the line is in larger volume 
than in any recent early spring season 
as the mills are securing log supplies, 
after exhaustion of last season’s river 
drives, by using the railroads and trucks. 
The mills on the western side of Maine, 
contrary to custom, are running right 
through the spring months with prospec- 


increased substantially, but there has 
been selling pressure by the mills to keep 
prices down to the January and February 
level. The No. 1, 18-inch Perfections hold 
within the close range of $4.64@4.76, 
while the 16-inch XXXXX No. 1 are quite 
firm and active at $4.31@4.36, No. 2 are 
in full supply and weak at $3.24@3.36, and 
No. 3 at $2.81@2.93. 


KASTERN HARDWOODS—The call for 
better grades of maple and birch covers 
prospective production at larger mills 
well over into spring. Buying that is 
usually confined to eastern mills moves 
farther afield into the Appalachian area 
and the West and South. The wood heel 
shops are now at the peak of the Easter 
season, and are hard pressed to secure 
supplies of thick maple. They are using 
chiefly No. 2 common and better 2-inch 
in full length plank, for which they are 
paying $83@85, kiln dried and delivered. 
There is little call for the short, cross-cut 
stock at the usual price advance of $3@5. 
The furniture plants are covering their 
needs by season orders wherever possible, 
but supplies are well below requirements. 
Most sales of inch FAS birch or maple are 
at $88@92, but there are offerings of air 
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dried from small mills at $10 less. Most 
sales of 2-inch maple are at $6@8 over 


birch, at $100@105, with birch at most 
mills quoted at $90@96. 
PINE BOXBOARDS—Prices to dealers 


and to the box shops have been stabilized 
and are followed closely by the regular 
operators and by the liquidators of the 
salvaged “hurricane” pine now being 
moved to concentration yards for milling 
and delivery. Square edge inch D1 or 28S 
to grade No. 3 common is moving freely 
at $39@39.50 for the 3- to 9-inch; 10-inch, 
$42.50, and 12-inch, $46. In No. 4 common, 
6- to 10-inch sell at $37@38, and the 12- 
inch at $39. The higher grades of native 
pine are in scant supply, active and very 


NEW YORK.N. Y. 


Unfavorable March weather has had its 
effect on the lumber business, and nearly all 
dealers report a decided decrease in sales 
during the past two weeks. There have been 
signs of weakened prices on some West 
Coast items as well as pine roofers. The 
dealers generally speaking seem to have well 
assorted stocks, and until there is a greater 
demand than there is at present, there will 
be very little buying done. This does not 
mean the outlook is discouraging. To the 
contrary, dealers are expecting a good year. 
Market conditions are about as follows: 

SOUTHERN PINE — Boards have been 
somewhat weaker in price, but all dimen- 
sion is reported stronger, with the de- 
mand still maintained and the outlook for 
April buying very promising. Longleaf 
prices are strengthening. Good weather 


in certain parts of the South has aided 
operations. 


WESTERN PINES —With prices firm 
and scarcity being noticed, some mills 
are restricting amount of certain items 


they will sell to any one customer. Short- 
age is especially noticeable in Ponderosa. 


WEST COAST—Because 
intercoastal tonnage, 
would normally go by 
go by rail. The mills seem to be getting 
pretty well caught up on their orders. 
Local dealers report no difficulty so far 
in having their requirements taken care 
of, and stocks at most storage terminals 
are large. However, with a break in the 
weather, these stocks will move out rap- 
idly. Prices hold firm. 


SPRUCE—With production limited, 
dealers find it quite difficult to buy stocks 
to meet present demand. Most mills, both 
New England and Canadian, still have 
large order files. Prices hold firm, with 
a slight advance noticed in furring and 
lath. 


HARDWOODS—Dealers are quite en- 
couraged with business done so far this 
year. Wholesale prices remain very 
strong, but there seems very little dispo- 
sition to make stiff advances on scarce 
items. Fortunately, local hardwood deal- 
ers have well assorted stocks. Maple 
flooring continues scarce and lower grades 
especially have shown some advance. 


Buffalo, N. Y. 


The lumber movement is on a satis- 
factory basis, and is being given a strong 
impetus by industrial buying. Retailers 
are beginning to anticipate their prob- 
able spring needs, and in most woods 
prompt delivery is difficult to obtain. 
Prices are generally firm, the only weak- 
ness being in southern pine; roofers are 
quoted here at about $33.50, or about the 
same as for two weeks past. Fir dimen- 
sion is strong. 


HARDWOODS—Demand 


of searcity of 
shipments which 
water, must now 





is well main- 


tained and is much better than it was a 
needs have been 
and prospects are for 
Not much change 


year ago. Industrial 
growing of late, 
still further expansion. 
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in prices has taken place recently. Birch 
and maple are among the strongest woods, 





mill supplies being below normal. 
WESTERN PINES Prices are strong, 
particularly in all grades of common 


stock, which have been 
by the Government. Wholesalers expect 
that both Ponderosa and Idaho will hold 
their position and that the amount avail- 
able for regular retail trade will be com- 
paratively small. It is difficult at pres- 
ent to obtain prompt mill shipments. 
NORTHERN PINE—Supplies have been 
reduced by shipment of stocks across the 
ocean. Industrial demand for low grades 
continues good, and prices are strong. 


Norfolk, Va. 


in heavy demand 
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rier said, “I mean only some form of legis- 
lative action which would either eliminate, 
or drastically reduce taxation on low priced 
homes, when the house is actually the per- 
manent residence of the owner, and is used 
solely for residential purposes. 

“As a theoretical law,” Currier said, “I 
would like to see the Michigan legislature 
consider a measure something like this: Out- 
right exemption from taxation on the first 
$*,000 of valuation on properties valued up to 
$6,000; $2,000 on properties valued from 
$6,000 to $10,000; no exemption on home- 
stead properties, whether urban or rural val- 
ued on the tax rolls at over $10,000.” 


Oshkosh Millwork Firms Sign 
with Unions 


OsukosH, Wis., March 17.—Managements 


of four local woodworking p‘ants had 
reached an agreement March 3 with the 
AFL Millmen’s Local 1363 of the United 


3rotherhood of Carpenters & Joiners, that 
assures amicable relationships and peace in 
large part of the local woodworking indus- 
try for the next year. Between 1,000 and 
2,000 employes at the Foster-Lothman, Rad- 
ford, McMillen and Morgan firms are 
affected. 


7\ 





NORTH CAROLINA PINE 
has not been very active. 
orders have been placed by Government 
contractors. For Defense projects, the 
Government has placed some new orders 
with large mills. Prices on these have 
weakened. Some millmen seek to get all a 
Government business they land, but 


The market 
Some fill-in 











can 


they may have difficulties in delivering. 
Demand from retailers in the North 
and East has been improving, but the 


softening in prices makes them cautious. 
Prices of better grades, band or circular 
sawn, show little change. Mixed cars of 
flooring, ceiling, roofers ete. have been 
moving well and prices are firm. There 
has been some demand for dress framing, 
but orders are so mixed that few mills 
can handle them. The Government has 
bought a large quantity of dressed fram- 
ing and roofers for future Defense 
projects. Air dried roofers have weakened 
to: 4-inch, $19.50; 6-, 8-, 10- and 12-inch, 
$22, f. o. b. cars, Georgia Main Line rate. 
Carolina mills are nearly in line with the 
above quotations, but some mills continue 
rather independent. 


Baltimore, Md. 


NORTH CAROLINA PINE—The market 
has shown some easing. Concessions have 
been slight, except on roofers, which went 
off as much as $5. With weather becom- 
ing more favorable, dealer requirements 
continue to expand. Needs of box makers 
are impressive. 

LONGLEAF PINE Demand has con- 
tinued to develop gains of late, with 
prices either very firm or tending upward. 

CYPRESS—Volume of business is about 
as large as can well be handled, with 
prices steady to stronger. 

WEST COAST WOODS 





Modernizing old-type kilns to Moore Cross-Circulation System enables 
Caddo River Lumber Co., Forester, Ark., to increase capacity, reduce drying 
and stacking costs, and get better seasoned lumber. 











Go-Getting Lumbermen 
Will Make Money in 1941 








The eall for fir, 


spruce, western pines and redwood has Aggressive lumber manufacturers able to supply —— 
kept up in a gratifying manner, with aso umb uniform i can 
some further improvement in shipping erly se ned I = of motsture a mm 
facilities. Quotations are fairly steady. money in 1941. 

HARDW0OODS—Producers report a de- 





mand which takes up the output. Read- 
justments of $1 or so are being reported. 
Some hesitancy in placing orders is noted. 
Southern mills hold the advantage in ex- 
port trade. 


These aggressive manufacturers are installing new Moore 
Cross-Circulation Kilns or converting old-type kilns to Moore 
System. They are thus able to increase capacity, reduce 
costs, and improve quality of drying. 





Detroit Lumber Dealer 
Advocates Homestead 


LaNsInG, Micu., March 18.—Under the 
gray dome of the State Capitol Building 
recently legislators listened to the ideas of 
P. J. Currier, president of Currier Lumber 
Co., Detroit, Mich., who thinks a lumber 
dealer is more than a retail merchant. He 
thinks the lumber dealer in cities like De- 
troit should be the pivot around which many 
housing plans revolve. 

Mr. Currier, from a background of 25 
years in the lumber business, advanced his 
proposal of drastic tax relief. Currier pro- 
posed a “Homestead Exemption Law” for — am 
Michigan which would eliminate or sharply SS-CIRCULATION SORE INTERNAL FAN SYSTEM 
reduce taxes on low cost homes. CRO me Ad gr 

“By a ‘Homestead Exemption Law,’ ” Cur- We ssi 


Have our experienced representative call and discuss 
your drying problem. Write today. 


MOORE DRY KILN COMPANY 
Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE, FLORIDA 
VANCOUVER, B. C. 


If you are interested in kiln drying 
and would like to be placed on our 
mailing list, send us your name and 
the name of the firm with which you 
are connected. 


NORTH PORTLAND, ORE. 


Moore Dry 








KILNS 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 
in the period of Mar. 8-13, but where prices for this period were not available, prices for the 
month to date have been inserted and starred (*): 











West East West East West East West East 
Side Side Side Side Side Side Side Side 
oes > — Ceiling Standard No. 2 Shiplap and No. 2 Dimension 
1x3 we 8 Lengths Boards, Std. Leth. |ox4 
B&better.. 63.78 64.00 5g x4— ee 27.36 26.31112 & 14... 30.30 27.06 
a 56.00 60.50 B&better.. 38. 06 SO. TGRERS 1.0 cees 31.63 . to). a 30.78 31.36 
ie eee See 2. Ee Sennen 54 ei oS ae 31.69 29.79118 & 20. 33.35 32.40 
1x3 flat | eee ee ;yh > i> 4) ee 32.68 30.63122 & 24. 38.00 we 
grain— —_ 2 4 Seer 36.17 32.27lox6 
B&better.. 51.83 49.48 Surfaced Finis 2 & ..- 28.32 28.25 
aged oz : ie ah + 51 46.23 Standard Lengths No. 3 Shiplap and : 4 > Be. .. 29 30.00 
RRS EGe 35.38 34.50] B&better Boards, Standard 2 ee OS 30.52 29.72 
1x4 rift— Inch thick— Lengths | pease: 31.81 29.20 
B&better.. 66.36 *63.00 “a er ee 64.50 60.00 i err 20.71 20.01122 & 24... 35.00 
aT aeiewanan 55.25 *53.00 | aprane.- 66.25 *64.54 1x6 Reh. & 2x8 
DY nee ees ig, . eer 63.97 58.50), SIS/S4S. 25.98 25.91l12 @ 14... 28.34 29.28 
1x4 flat Danaea 64.37 59.50)1X6 CM... 25.02 24.63116 |... 28.15 31.00 
grain— —16 ..... 68.42 64.00)1X8_...-.-- 26.19 25.23118 @& 20... 31.79 8.75 
|, anna 49.28 49.39 12 as eae 86 - 80 94 7 <) eee 26.30 24.95 .. & 24. ‘ :: 00 28.75 
Dae Gece 46.41 45.85 : aw eeeis 3... SESS 34.5955. rhs ; ‘ates 
4 eee Se a3 87 35.03 5x6/ ‘4 thic k— 2x10 
: as . F S 6 B..2 Feat COs 12 & 14... 31.14 30.00 
: aa 85.88 81.00 Jambs Oe ieee ce 29.79 27.98 
wae ene Matched _ Be aeee 100.72 92.40/B&better— 18 & 20... 33.65 34.00 
Picering, 2 to 8-foot —— 14,1% & ‘ 2x12 
1x3 rift— ' Inch thick— wate? ** “71.20. 112 & 14... 30.89 30.50 
B&better.. 60.00 55.2514 ........ 50.99 48.30)°X4-8 ... 70.66 66.12116 ....... 32.45 30.00 
D ...-.ee coee 46.25 ; SS aemaien 52.87 49.28 ee tees 6.95 ..-: 
1x3 flat ‘isethete 35.13 48.75]. No.1 Dimension [59 ©°°°"": 39.05 40.95 
grain— 1xd&10 54.40 54.81]2x4 2G 3... 4698 ..., 
B &better.. 41.17 40.62/12 ....... 65.15 67.28}12 & 14 33.66 31.60 
TUTE ET 37.72 37.58 16 ....... 34.53 33.25] Timbers 20 & Under, 
D EOE 30.72 29.00 Rough Finish, 18 & 20 36.53 34.00 No. 1 
ne rift— oie ae Standard Lengths 22 & 24... 47.38 -+-IShortleaf— 
eee: SESS. ++ ianeter— 2x6 3x4&4x4... 38.19 29.50 
" grain— 1x4/8 .... 62.00 51.50]12 & 14 31.66 30.32]4x6—8x8.. 33.14 *30.00 
B&better.. 37.75 39.00 1x5&10 ... 63.00 58.50f16 ....... 33.24 30.80)8&4x10 . 36.80 .... 
: SRA? 9295 ; 75 tea 33°62 33.81] 5X10—10x10 36.78 32.00 
( 35.07 RG. SELIXIZ ...0- 86.00 75.00 
 bebenartes: oF 890°C g hick | Soa 32.20 33.00)38&4x12 ... 45.62 *43.00 
sae 25.85 gion - ‘4 thic ae ais — 22 & 24..\ 41.44 *32.00]5x12/12x12 45.00 37.00 
Drop Siding, Stand- |[5&10 ..... 81.00 71.50]2x8 No. 3 Dimension, 
ard Lengths, 1x6” BS. acewwa 104.50 90.00}]12 & 14 32.76 31.15 Random Lengths 
No. 117— ; Bees? 1.44 32.25)ex4 ...... 23.54 21.83 
3&better.. 37.88 .. Casing and Base (| er 34.31 ‘34.00}2x6 ...... 22.89 *25.00 
Be on is ok 41.04 43.00 Standard Lengths ree 33.50 34.00}2x8 ...... 24.22 24.00 
| EOS: 35.44 *36.50]| B&better— 22 & 24... 39.50 ee: 22.96 *22.50 
No. 116— ae 69.96 65.72 2x10 BESS éieee 27.23 #21. 86 
Bé&better.. 51.00 48.75) 1x¢@s ... 66.07 67.86/12 ....... 42.38 39.75] Car Siding, 13/16” 
soeeeees 43.79 46.25)1x5&10 .. 68.75 69.88]14 ....... 40.53 *36.921/B&btr.&Sel.— 
D ve eeees 39.64 41.50 WO vise sie 41.00 39.501,— #59 00 
No. 8 .... S216 32.01 5 18 & 20 42.25 *40.50 1x4, pes oie si 53.00 
No. 3 as 7. 19 2650 No. 1 Fencing & 22 & 24 #4275 ma | A ee *53.00 8 ...% 
Assorted patterns Boards ae sities “**)ix4d, 10.... 54.44 
B&better. a ae Standard Lengths 2x12 txt. 9..... *53.00 
cy odqeaan 35. BO 46.001 3ES 2c ceven 42.61 oo eh lS & 14... 46.12 - 40.00 
Oe ake 34.94 36.15|1x6 ...... 3.39 *41.25116 ....... 44.83 41.75 Plaster Lath 
“et pagers irate: ~~ eae 44.72 49.00]18 ....... 45.00 45.00 Kiln Dried 
No. 2 .... 30.23 33.85}1x5&10 .. 45.88 ee ere 47.66 47.00j;No. 1 .... 5.71 5.13 
No. 3 ....*26.00 23.50'1x12 ..... 55.65 67.00j;22 & 24... 51.67 scot Be SD .<css See : 





OAK FLOORING _ WESTERN PINES 


> +3 : ’ Following f. o. b. mill prices on actual sales 
Following are current quotations on oak 
flooring in carlots, f.0.b. Memphis and John- — by members during the ven ee 
ae and Alexandria, La., as points March 3 to 8, inclusive. Averages include 
_— : a aca o both direct and wholesale sales, and are 
$8x2%”" 4$x1%” %x2” %x1%” | based on specified items only. Quotations 
Clr. qtd. wht....$90.00 $72.00 $70.00. $66.00 follow: 


Cir. qtd. red... 80.00 65.00 65.00 65.00 . rosa’ 
Sel. qtd. wht.... 72.00 58.00 54.00 52.00 SEeLects, S2 or } seca en c/ARW 6/4RW 
Sel. qtd. red... 72.00 60.00 55.00 65.00 lo See $61.82 $65.2 $64.28 
Clr. pin. wht.... 73.00 58.00 54.00 46.00 | Aipeephepeietty 45.23 40.14 48.17 
Clr. pln. red.... 73.00 59.00 53.00 47.00 | gop, S2S— ; No. 1 No. 2 
Sel. pln. wht.... 70.00 56.00 43.00 44.00 5/4 Sere ee TL OO 2 1, Sto ene $35.59 $28.54 
Sel. pln. red.... 70.00 58.00 45.00 . 44.00 Re ee ee ae ate 35.32 28.95 
No. 1 com. wht.. 64.00 51.00. 40.00. (40.00 | Commons. S2 or 48— “"" No. 2 No. 8 
No. 1 com. red.. 64.00 51.00° 40.00 40.00 =<tnut,.... ; $33.54 $27.41 
No. 2 com...... 45.00 38.00 35.00 32.00} ix RE 22i"3ataa = *eried 
- a Sa wy s.r $20.53 
x2" xl” fex2 Idaho White Pine 
Gi. GG, Wiihies cc cccccees $78.00 $75.00 oes Se.ects, S2 or 4S— 1x8 56-6/4RW 
OC. “QRS. FOG cc ccsccces 75.00 73.00 wees Cnctes €0) Bilas oc cscnccsses $64.60 $76.37 
ee ae 63.00 60.00 ears Gusatity 60). Tila... 600006 46.43 62.12 
ee ee, Wc ods ce cceeee 63.00 60.00 eee Commons, S2 or 4S— 
Ce WS ec giccwnens 66.00 62.00 $65.00 Colonial Sterling Standard 
ee es Dew ecvecdeond 65.00 61.00 62.00 No.1 No. 2 No. 3 
fs =. eer ee 58.00 54.00 60.00 1x eae ee $44.26 $39.35 $33.01 
_ ao ag Fs seen e ewes res tpt spe ee 71.56 44.61 32.69 
No. COM. WHE. .cecsccs 57. f 52. J , C Ss ‘ 
No. 1 com. red....,..,.. 57.00 52.00 52.00 vallity Wo." gy aaa nr 
Ne. 3 COM... +63 see eees 39.00 34.00 ‘ous Se.ects, S2 or a 4/4RW 5/4RW “6aRW 
New York delivered prices may be obtained ee” RL -...- a 75 apt te 
by adding to the following differentials fig- a. 54.86 53.33 
ured on Johnson City origin: For }3-inch SHop, S2S— No. 1 No. 2 No. 3 
stock, $8; for %-inch, $4; for %- and #f;- |. Be ree rr $40.91 $33.41 $25.02 
inch, $4.50. 6/4 wees eee eeeeees 40.16 32.15 23.91 
Chicago delivered prices may be obtained ee me eae eer 
by adding to the above the following differ- Dimension a tas ne Fir $25.49 
entials figured on Memphis origin: For }%- | Dimension, No. 1, 3x6&8 Bteter 24.78 
inch stock, $6; for %-inch, $3; for %- and | Flooring vert. C&Btr., 4 RL........... 36.00 
fe-inch, $3.50. Boards. We. S, BE GF GH, TES... ices. 23.25 








NORTHERN HARDWOOD 


Following are prevailing quotations f.o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 

Brown Ash— FAS Sel. Com. Com. Com. 
ke BRT ore-ee $46, 08 +. 00 $23.00 
5/4 ..ccccce 26.00 65.00 8.00 24.00 
C/4 .cscccee SOO Tene Be: 00 30:00 24.00 
8/4 ..ee+--. 85.00 75.00 58.00 43.00 25.00 


hh $78.00 $68.00 $46.00 $32.00 $24.00 
B/E cccvvcese 83.00 73.00 51.00 36.00 24.06 
Cle wccvcces 86.00 76.00 54.00 37.00 26.00 
BLE seccceve 93.00 83.00 64.00 38.00 26.00 
10/4 ......... 98.00 88.00 71.00 47.00... 
BBSE wvcvcces 103.00 93.00 76.00 52.00 .... 
B/4  wccee --- 69.00 59.00 38.00 28.00 .... 


ree $79.00 $64.00 $49.00 $36.00 $20.00 
*? aoe . 84.00 69.00 54.00 39.00 21.00 
6/4 ........ 87.00 72.00 59.00 0 22.00 
SS e ..- 94.00 79.00 64.00 40.00 22.00 
Se acces ae 00 79.00 64.00 41.00 22.00 
. ee 104.00 89.00 72.00 46.0 os 
10/4 ........104.00 89.00 74.00 46.00 
oo are ‘ + 3B6.88 109.00 86.00 49.00 
12/4 ........124.00 109.00 86.00 49.00 .... 
DOFS sccce ..- 164.00 149.00 126.00 .... .... 
No. 1 No. 2 No. 3 
Soft Elm— FAS Com. & Sel. Com. Com. 
| pene -$54.00 $44.00 $33.00 $24.00 
5 cceee Se 47.00 34.00 24.00 
OPE ccccecsss See 47.00 35.00 25.00 
/ Se 50.00 36.00 25.00 
rr eo 00 53.00 38.00 ys 
Ee 00 58.00 43.00 ig 


Rock Elm— FAS Com. Com. Com. 
4/4 ..--$50.00 $32.00 $21.00 $20.00 
ae ‘ 00 39.00 22.00 
| eer 00 47.00 25.00 22 
8/4 .-. 70.00 55.00 30.00 25.00 

: 00 65.00 42.00 28.00 

BOE siucieesae 90.00 75.00 47.00 30.00 

No.1 No.2 No.3 

Birch— FAS Sel. Com. Com. Com. 
ee ..-$96.00 $78.00 $54.00 $34.00 $22.00 
5/4 ......--101.00 83.00 62.00 42.00 22.00 
6/4 ....103.00 85.00 68.00 48.00 23.00 
|. ..105.00 93.00 78.00 53.00 23.00 

2 7.00 97.00 80.00 54.00... 

ae 109.00 99.00 85.00 59.00 

| s re 160.00 150.00 125.00 ae 
| Eee 64.00 47.00 30.00 
_, aa 82.00 we er 33.00 

No. 2 No. 3 

Soft Maple— FAS Corn Ge'sel. Com. Com. 
eee $65.00 $45.00 oe. 50 $21.50 
, ees . 70.00 50.00 4.50 21.50 
|, Re 78.00 55.00 39. 50 22.50 
a 85.00 60.00 40.50 22.50 





DOUGLAS FIR 


Seattle, Wash., March 14.—Current quota- 
tions f.o.b. mill on Douglas fir items in mixed 
ears for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 


B&btr. Cc D 
BUR vondine catumiomenn $46.00 $40.00 $33.00 
Flat Grain Flooring 
BO uccexisvineenesers $36.00 $34.00 $31.00 
De Ss aaeeus arora eae 42.00 40.00 32.00 


Drop Siding 
1x6 Pat. No. 106....$42.00 $41.00 $32.00 


1x6 Pat. No. 116.... 42.00 41.00 32.00 
Ceiling 

MAME. + d.rneneeourmneks $33.00 $31.00 $23.00 
Repti pent 37 "35.00 33.00 26.00 

Boards and Shiplap 

1x6 1x8 Zs sido 
No. 1 ....$27.00 $27.00 $25. i 
ae $300 25.00 24.00 24.00 
No. 3 :... 19.00 19.00 19.00 19.00 

“a 1 a ee” 
14 

a err $26. 26 $26.50 $21. 50 821. g $21. Xo 
| ae 26.50 26.50 7.00 7.00 
DEO csccwene 26.50 26.50 36. 4 +4 50 oe. 50 
Be sccworwge 27.50 27.50 28.00 28.00 28. 00 
,: bh, rene 28.50 28.50 29.50 29.50 29.50 


No. 1 Rough and/or Surfaced Timbers 
4x4 to 4x12-inch planks 20 feet and 


shorter, S4S ..rccccccceccccerses mer $24.00 
12x12 20 ft. and shorter .....---+++-:- 22.50 
13x12 22 to 30 feet ....ceeereecccrases 24.50 








of 
$1. 


$3) 








*_* GCOQno:?: ~~ OOCOlCo. 


ta- 
de 
) 

3.00 


.00 
00 


2.00 
2.00 
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RED CEDAR SHINGLES 


Seattle, Wash., March 17.—Average prices 
on red cedar shingles, f.o.b. mills, are: 


Royals: 


DE. a scbrsad wi Gian csr one weno $3.75-$3.80 
MPI Pics or iei a cre ah ores eases, ecb -eresla ant are a ean 2.25 
iad ashes ansere i gichtes gucoitel tal ay cite aremmllen eroce la tae 1.60 
Perfections: 
RD MUNI fa cre oe a ladon hare (6 -eikg er $2.95 
ee TI, | oom ccrig. or atarian erp eienethalererelelesiera-atousth ce 2.15 
ke a reer ween oem yt 1.50 
XXXXX: i 
ag RI 5505 Corie val eli ceurbiecier lov aon tage a eco here Lanerereiior $2.75 
rw Deere ines ee 1 75 
a Me ooo ees ate Se Soro eee ak eee eee 1.35 





SOUTHERN HARDWOODS 

Following are ranges of f.o.b. mill prices 
on rough, air: dried: southern hardwoods, from 
reports of sales made during the week ended 
Mareh ‘17: : 


Quartered Red Gum Plain White Oak 
: FAS— 


FAS— - 
7s Pos S600 F 8/6 ©. c:0-6s 105.00 
: 1— 

4 phe Se 9.00 @ 40.50 Plain Red Oak 

C/6 . eane 50.00 + sini 
A an te ea 1 eee 64.25 @ 65.00 
4/4 cee: 8? 0G ET Seas Gite 

rl /4 ; 26.00 Sound Wormy a 
‘@rta. Sap Gum | Beard 25.00 
FAS— ‘ Plain Poplar 

Oe .cqeey 56.00 No. 1 Com. 

+4 ee ae 55.00 Bie. ces, 42.25 

eee 58.00 

No. 1 & S8el.— Cottonwood 

yi, ee 42.50 | No. 2 Com.-- 

ig ae iS 2s ee 23.00 

“Ve eee © 42.25@42.75 | Log Run— 7 

Plain Sap Gum 2 ae 29.50 

i. s 5 Willow 

4 4 +++ ++50.00@51.00 a pate 

No. 1 & Sel.— Be o ctrle's.« 32.00 


. 2Com.— 
A/@ oe 19.00 @ 22.00 





F . 

3 48.25 | pag O79FO™* 
8/4... soe ©, ee 80.00 
i hte 6) eee 100.00 
4 /4 sity Se 36.50 Selects— 

aah te yi eee 49.00@55.00 
N/4 0... 40.00 | 574...) .557.00@60.00 
No 2 Com.— sas Shop— 

N/4 eee 25.00 | 474)... ..31.00@31.75 
Quartered White Oak See 41.50@50.00 
FAS— SI. ciicas 48.00 
? ee 103.00 | 8/4 ...... 50.00 
ere 105.00 No. 2 Com.— 

/4 echt ;, 115.00 | 4/4 ......24.00@24.75 
ri r4 ‘ee —- + e008 Mixed Hardwoods 
he 67,25 | Dunnage— 

8/4 wie... ; 73:25 \-4/4°...... 14.50 





WEST COAST LOGS 


Seattle,’ Wash., March 14.—Average prices 
of logs are as follows: 

Fir No. 1, $22-26; No. 2, $17-19; No. 3, 
$13-14; Peelers, No. 1, $38; No. 2, $28-29. 


sage” Shingle logs, $15-17; lumber logs, 
Hemlock: No. 2&3, $13.00. 





WESTERN RED CEDAR 


Seattle, Wash., March 14.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Dec. 14.—EDITOR. 


Amemcanfiunberman 
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Current Market Review 


The movement of softwoods is still 
largely to Defense projects. Prospects 
for spring building are excellent in prac- 
tically every region, but in nearly all of 
them bad weather continues to retard 
construction. Retailers, who have been 
gradually rounding out their stocks, are 
disinclined to do more buying until their 
sales expand, more especially as some of 
the common items that were bought in 
large. quantity by the Government have 
continued to recede from their highs. 
New bookings by larger mills in the two 
weeks ended March 8 were 9 percent 


above their shipments, and 16 percent 


above their production—so that order 
files have increased and stocks- have been 
depleted. But reports indicate that there 
are more offerings by the smaller mills, 
especially in the South, where better 
weather has aided their operations. These 
small mills have been conceding on prices, 
but quotations by the larger producers 
are at practically recent levels. It is still 
difficult to get early delivery on many 
large-mill items. In the East, business at 
the yards has been picking up, and, with 
intercoastal shipping scarce and more of 
the market requirements coming in by 
rail, prices in general are quite firm. Cali- 
fornia consumption has been held down 
by unprecedently bad weather, but the 
market has large needs, especially in con- 
nection with Defense construction ; prices 
remain firm, with ship space scarcer and 
more lumber coming in by rail. South- 
ern trade has been hesitant because of ex- 
pectations of softer prices, but reports in- 
dicate that new Government projects 
there are to absorb large additional quan- 
tities of lumber. Middle West trade is 
still seasonally slow but is giving signs of 
life.. Most sections indicate that there has 
been a growing demand from industrial 
users, especially for low grades for con- 
tainers; and that railrodds have been ex- 
tending their purchases of grain-door 
and maintenance materials. The fact that. 





MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 
ing mill basis, uring the week ending 
N 15: 
ne ahi First Third 
BIE, © 5.5 <.0l nai gracetataod sl $74.74 $55.63 


Second 
$69.67 





TIDEWATER RED CYPRESS 


Jacksonville, Fla., March 17.—Following is a list of wholesale prices on tidewater red 


cypress, f.o.b. Jacksonville. 


Grades 4/4 5/4 
Rough— ’ . 
Tank; RWE&L ......... ae ae 
FAS, ati gia't: 5 inicce $77.50 $89.50 
Select, RW&L......... 70.5 82.50 
No. 1 Shop, RW&L 54.50 67.50 
CS 5 | 31.75 33.75 
POG; DWE) oe ccccsce 30.00 32.00 
RW&L, S4S— 

“A” I 5:55 eavetgiecnans 86.25 98.25 
ee ee 79.75 91.75 
.C” Sel. Finish......... 77.75 89.75 
yi i ee 73.75 85.75 
ae OS eee 69.00 74.00 
MO, F OGM idsccewecs 46.50 48.50 





6/4 8/4 10/4&12/4 16/4 
112.50 $122.75 $146.00 $153.00 
’ 98.50 113.75 127.00 133.50 
82.50 88.75 100.50 109.50 
75.50 81.25 90.50 98.50 
i 32.2 - 
32.00 32.3 Cypress Foingier Ay 
Rents aN 95-80 #20 
Primes ..., 5. ; 
101.38 1oa%8 | Economy:. 4:30 5.20 
89.75 98.75 | Cypress Lath, 3x1” 
85.75 89.75 No.1 No. 2 
74.00 ot 1)" ae $579 $4.95 
48.50 i ge .50 





although a smaller than normal propor- 
tion of the movement is through ordinary 
trade channels, the market has retained 
most of its strength, indicates stabilization 
at present or perhaps somewhat higher 
levels as construction speeds up. 
Increased volume of hardwood book- 
ings which in: the two weeks ended 
March 8 reached 36 percent above those 
for the corresponding weeks of last year, 
indicates the effects of Defense business, 
through furniture and flooring plants and 
from miscellaneous industrial. users of 
crating especially. Stocks at the mills are 
low and of many items there is little avail- 
able in shipping-dry condition. So prices 
are reportedly quite strong. Producers 
definitely expect an early increase in de- 
mand from war-material plants, more 
especially for crating but also for shop. 





Maple Offers 
True Home-Harmony 











In Highland Park, Ill., Hard Maple adds 
beauty to a bedroom. 

Modern homes feature simple de- 
sign . . . modern furniture offers 
simple surfaces, lightly-grained .. . 
and Maple provides the ideal base 
for beauty. Its delicate graining 
harmonizes with modern furniture. 
Its cheerful color and smoothness 
fit “the modern idea.” In choice of 
strips, blocks, or mixed patterns, 
natural or color-finished, it blends 
with any decorative scheme. Easy 
to finish, and to clean, lays “trouble- 
free,” seems to wear forever. 
That's why, today, it's again Maple 
for modern homes . . . especially 
MFMA Maple (all Northern Hard 
Maple, trademarked, and associa- 
tion-guaranteed). 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 








Floor wth 


MFMA Maple 


NORTHERN HARD 





THE LONGEST-WEARING COMFORTABLE FLOOR 








74 


V- or A- PILING GREEN LUMBER 


Amemecanfiumberman 


TO PREVENT CROOKING 


Defense construction has taken such 
a large quantity of common lumber 
from the larger mills that many retail- 
ers have found it more difficult to ob- 
tain supplies from them, and have 
turned to the smaller producers that 
have become so active because of the 
favorable market now existing. Many 
small plants, however, wish to ship 
their output as soon as possible after 
it comes from the saw, but do not 
As they 
usually ship on short hauls, the extra 


have kiln drying facilities. 


does not 
If the retail yard 
lumber 


freight on green lumber 
bother them much. 
that receives their green 
handles it in the usual way, it may 
develop crooks and twists, especially 
during hot weather. .\ Pennsylvania 
lumberman who was having trouble 
with such lumber asked the AMERICAN 
IL.UMBERMAN for suggestions on piling 
it to keep it straight, and, in the be- 
lief that others will under present cir- 
cumstances be interested in the prac- 
tical methods evolved by vards_ that 
have had experience in handling green 
stock, for their benefit there are here 
re-printed, from previous issues, brief 
descriptions of stacking that does keep 


it in good, salable condition. Some of 


the methods call for a V-type bin bot- 
tom, and others an inverted-V bottom, 
while there are examples of methods 





This patented Stayput method of 
piling was devised by J. B. Chipman, vice 
president and treasurer, Wiles-Chipman 
Lumber Co., St. Louis, Mo. Joints be- 
tween pieces are staggered 


of piling in bins of the ordinary flat- 
bottom construction. 

Any retailers who have devised sat- 
isfactory methods of using green lum- 
ber, and especially methods that they 
think are improvements on those de- 
scribed here, are cordially invited to 
tell us about them—in words and pic- 
tures. It will be a pleasure te give 
their good ideas a wider circulation. 


Bic’: 


eee 





Ld ER eR AA RRO ers J 


At Midlothian, Tex. R. C. Allen, of Wm. 
Cameron & Co.'s yard, without using 
special forms, slants first stick at bin 
corner, builds first tier carefully, finds 

diagonal piling keeps them straight 





- 4 i 


Green timbers of local manufacture 

when stacked in these V-shaped bins get 

the habit of keeping straight; they were 

noted at yard of J. K. Roe Lumber Co., 
at Terrell, Tex. 
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This is method used for storing 
2-inch stock up to 8-inch width at 
yard of Murphy Lumber Co., 
Urbana, Ohio. V-shaped bin bot- 
toms are used. One arm of V is 
built over first, then other, a 
herringbone pattern being formed 


Diagonal piling is used in the bins for 
2x4-inch, at yard of White Lumber Co., 
Princeton, Ind. Manager P. H. Cox 
stands in front of bin. This method of 
piling was adopted here for its handiness 





This method of stacking lumber on an 

inverted-V base with serrated edges, 

was invented by Vincent Wardein, of 

the Ginter-Wardein Lumber Co., of 
Alton, Ill. 














V4 
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FRANK W. TROWER, 64, vice president 

of Hill & Morton, Inc., wholesale lumber 
firm at Oakland, Cal., died at his home 
there March 1 of a heart ailment. For 
Many years Mr. 
Trower took an ac- — Vn ee 
tive part in the 
Concatenated Order 
of Hoo-Hoo. In 1912 
he became Snark 
of the Universe and 
in June, 1939, he 
succeeded to the 
office of Seer of the 
House of Ancients, 
the highest post in 
Hoo-Hoo. The Cali- 
fornia lumberman 
had been actively 
engaged in the in- 
dustry for 51 years, 
37 of which he con- 
ducted his own 
business. He was 
president of the 
Trower Lumber Co., 
San Francisco. He 
was at various 
times president of 
several lumber- 
men’s organizations 
including the Cali- 
fornia Wholesale 
Lumbermen’s ASsso- 
ciation. In connec- 
nection with his 
work in Hoo-Hoo he was particularly in- 
terested in the revision of the ritual and 
in helping to develop and disseminate the 
Hoo-Hoo code of ethics. Surviving are 
his widow and a daughter. 


MICHAEL J. WALLRICH, 83, founder 
of the M. J. Wallrich Land & Lumber Co., 
lumber manufacturers and retailers with 
headquarters at Shawano, Wis., died there 
March 2. Mr. Wallrich was a distinguished 
lawyer as well as a lumberman and was 
often spoken of as Shawano’s leading 
citizen. He served his city and its people 
in many ways and received recognition 
for this service from the University of 
Wisconsin in 1932. He was mayor from 
1900 to 1906. He was a leader in forest 
conservation work and was recognized as 
such by forestry agencies. In 1927 he 
went to Europe as a delegate to the In- 
ternational Rotary convention. Farming 
was another of his interests and through 
his efforts the Perfect Seed Circle, an or- 
ganization dedicated to bettering farmer- 
businessman relationships was organized. 
Mr. Wallrich had a wide reputation as an 
outstanding orator. His widow and six 
children survive. 

THOMAS ROBINSON, 81, founder and 
president of the Robinson Manufacturing 
Co., lumber manufacturers at Everett, 
Wash., and owner of the Millwork Supply 
Corp., Seattle, Wash., died March 13 from 
a heart attack suffered six weeks before. 
He had been in vigorous health until that 
time. Mr. Robinson founded his business 
in Everett about 1891 and built it up to 
a production level of more than 250,000 
feet of plywood and lumber per day. He 
was a member of the West Coast Lumber- 
men’s Association and several fraternal 
and social organizations. Surviving are his 
widow,, two sons, a daughter and four 
grandchildren. The sons, John R. and Ted 
are both affiliated with the Robinson con- 
cern. 


WILBUR REED MATTOON, 65, senior 
forester with the Forest Service, U. S. 
Department of Agriculture and widely 
known leader in farm forestry in the 
Southeastern and Gulf States, died March 
4 at his home in Takoma Park, Md. He 
had been in poor health since late in 1939. 
Mr. Mattoon entered the forest service in 
1904 and became an expert in the field. 
He laid out the first reforestation experi- 
mental plots in the South, and was the 
author of many farmers’ bulletins of for- 
estry published by the Department of 
Agriculture. He contributed much mate- 
rial to scientific and forestry publications 
of all types. 


MAURICE E. DYESS, 62, head of the 
Augusta Lumber Co., Augusta, Ga. lum- 
ber manufacturers. died March 13 follow- 
ing a six weeks illness. 


JESSE PRIDMORE, old time Chicago 
lumberman, died recently near Utica, N. Y. 
where he had been living since he retired 








some years ago. Mr. Pridmore had been 
affiliated with Chase & Pate, with Street, 
Chatfield & Keep and worked for many 
years in Wisconsin. He later returned to 
Chicago as a buyer for the D. S. Pate 
Lumber Co. He was exceptionally well 
versed in all phases of the lumber busi- 
ness. 


ARTHUR J. TODHUNTER, 49, a founder 
and operator of the Hummel-Todhunter 
Sash & Door Co., Los Angeles, Cal. died 
March 5. From 1925 to 1935 Mr. Tod- 
hunter was manager of the sash and door 
department of the Hammond Lumber Co., 
Los Angeles, and was then affiliated with 
the Hipolito Co. until he and Edward 
Hummel organized their own company in 
1939. He had been in the sash and door 
business in Illinois for 20 years prior to 
his connections in California. He was a 
leader in the affairs of the former Mill- 
work Institute of California. Surviving 
are the widow and two daughters. 


WILLIAM KROTTER, president of the 
William Krotter Co., retail firm with 
headquarters at Stuart, Neb., met acci- 
dental death March 5. Mr. Krotter cele- 
brated his fiftieth year in the lumber 
business in Stuart last August. He had 
parked his automobile in his garage when 
the inclined floor caused it to roll. Mr. 
Krotter was pinned between the edge of 
the car’s open front door and the stud- 
ding of the garage wall. The resulting 
chest injury caused his death in a few 
minutes. Surviving are his widow, a 
daughter and two sons. 


BENJAMIN MacMILLIAN WEBB, 68, 





lumber manufacturer at Cleveland, Tenn..,- 


died February 18 at his home there. The 
Webb mill is at Calhoun, Ga. Mr. Webb 
had been in the lumber business for many 
years, formerly as a member of the 
Cleveland Lumber & Manufacturing Co. 
which was dissolved some years ago upon 
the death of the other partner, John T. 
Johnston. He served eight years as a 
member of the local school board. He 
was active in church and Kiwanis work. 
Surviving are his widow, two daughters 
and two grandchildren. 


PHILIP KAPPLER, 93, pioneer Michi- 
gan sawyer and builder died January 6 
at his home in Bad Axe, Mich. When 
working in the Ludington mills at Verona, 
Mich., as a young man, Mr. Kappler sawed 
a white cork- pine plank, 16 feet long, 
four feet wide and four inches thick, free 
of knots which was exhibited at the 
Philadelphia exposition in 1876. He was 
active in the local chapter of a fraternal 
organization and was the oldest court 
officer in the state. Surviving are three 
sons, three daughters, 13 grandchildren 
and eight great-grandchildren. 


THOMAS J. GRIFFIN, 60, former man- 
ager of the _ Buffalo Lumber Dealers’ 
Credit Corporation died of a heart attack 
March 10 while driving his automobile. 
The car headed into a snowbank and 
stalled. For some years he was associated 
with Montgomery Brothers & Co., Buffalo, 
N. Y., lumber and millwork concern, 
which after 90 years ceased business in 
1930. Recently he has been selling for 
the Lackawanna Builders & Supply Co. 
His widow, two daughters and a son sur- 
vive. " 


ROBERT J. CORLETT, 92,_ retired 
founder of R. J. Corlett & Sons, Lansing, 
Mich., died February 14 at his home in 
Hillsdale, Mich. Mr. Corlett served his 
community as alderman and city marshal. 
In 1913 the Corlett lumber yard was 
swept by fire which caused an estimated 
uninsured loss of $40,000. Mr. Brown im- 
mediately built a new improved yard and 
continued to conduct the business. Sur- 
vivors include his widow, one daughter 
and four sons. 


JOHN E. McCULLOUGH, 67, for 35 
years an employee of the Ichabod T. Wil- 
jiams & Sons Lumber Co., Carteret, N. J. 
branch, died at his office there March 6, 
of a heart attack. As a lumber authority 
Mr. McCullough was called to Washing- 
ton for government work during the 
World War. He was credited with devis- 
ing a process which improved the season- 
ing and treatment of wood used in air- 
plane construction. Two sons and a 
daughter survive. 


WILLIAM HENRY WINNIE, 77, past 
president of the Indiana Retail Lumber 
Dealers’ Association, now the Indiana 
Lumber & Builders Supply Association, 
died at an Indianapolis hospital March 11. 
Mr. Winnie was a founder of the Indiana 
Lumbermen’s Mutual Insurance Co. He 
was a resident of Russiaville and had op- 
erated a yard there since 1931. Surviving 
are a son and a daughter. 


JAMES BLAKBE, who for 30 years was 
affiliated with the former Surry Lumber 
Co., lost his life in a fire that destroyed 
his home at Baltimore, Md. His wife and 
brother also perished. The Surry company 
operated largely in North Carolina and 
was headed for many years by U. S. Sen- 
ator John Walter Smith as president. Mr. 
a a member of the Baltimore city 
council, 


WILLIAM H. HANSEWORTH, 59, Stod- 
dard, Wis., lumber retailer, died March 2 
enroute to a LaCrosse hospital following 
a heart attack while driving his car. He 
was able to halt his automobile but died 
while being taken to the hospital by pass- 
ing motorist. He had been engaged in 
the lumber business in Stoddard for 35 
years. His wife, two daughters and three 
sons are among the survivors. 





NELSON A. WELLES, 84, retired lum- 
berman living at Elmira, N. Y., died Feb- 
ruary 26 after a brief illness. Mr. Welles 
was president of the Eureka Lumber Co., 
Washington, N. C., and for nearly 60 years 
was manager of the M. H. and G. H. 
Welles Lumber Co., Wyalusing, Pa. He 
belonged to a fraternal organization and 
the Sons of the American Revolution. 





JOHN A. FINNEGAN, 72, president of 
the Queen Lumber Co., Queen, Pa., died 
March 2. He had been in the lumber 
business 41 years. He owned real estate 
and lumber interests in Blair, Hunting- 
don, Bedford and Cambria counties. He 
was active in church work, and affiliated 
with a fraternal organization. Surviving 
are three daughters and two sons. 





WILLIAM B. HERMAN, 56, retired lum- 
ber dealer of Port Hope, Mich., died Feb- 
ruary 26 after an illness of more than 
two years. Mr. Herman took over the 
lumber business of his late brother, Rich- 
ord Herman, upon the latter’s death and 
operated it until he retired three years 
ago. Survivors are his widow, three 
daughters and two grandchildren. 


JAMES ALBERT DOSSETT, 77, proprie- 
tor for 41 years of the J. A. Dossett Lum- 
ber Co., Paducah, Ky., died March 10 after 
a long illness. He had served as a mem- 
ber of the city board of education and 
was active in church work. He is sur- 
vived by two daughters, one son and two 
grandchildren. 


THEO G. PARMAN, 68, former owner of 
the London Manufacturing Co., London, 
Ky., died February 23. Mr. Parman was 
foreman of the London company for many 
years and became its owner and operator 
upon the death of J. C. McKee, its origi- 
nal owner. His widow and seven chil- 
dren survive. 


H. O. MEYERS, 83, partner in the Meyers 
Brothers Lumber Co., Evansville, Wis., 
died March 9 in Davenport, Fla. He lived 
and worked in Evansville for 37 years 
before moving to Florida five years ago. 
Surviving are his widow, a daughter, a 
son, a brother and a sister. 


PAUL A. McCRACKEN, 67, founder of 
the Leechburg Lumber Co., Leechburg, 
Pa., and partner with his son in that firm, 
died February 15 in Los Angeles, Cal., 
where he was vacationing. He had been 
seriously ill for two weeks. Burial was 
in Leechburg. 


MOSES ROSENBERG, 78, treasurer of 
Rosenberg and Forbes Co., retail lumber 
firm at Benton Harbor, Mich., died of a 
heart attack March 11. Mr. Rosenberg 
had been connected with Michigan lum- 
bering since his youth. 


FRANK GUNDLING, 90, for many years 
a wholesale lumberman in Chicago, IIL, 
died February 20 at the home of his 
daughter at Urbana, Ill. He had made his 
home with her since 1934. Two daughters 
and three sons survive. 














MARTIN EDWARD LALLY, 85, pioneer 
Rhinelander, Wis., lumberman, for more 
than 50 years associated with Brown 
Brothers Lumber Co., died at a Rhine- 
lander hospital March 14. His son and 
four daughters survive. 
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essary to make a good salesman. 

“The great majority of people, other than 
trained salesmen, talk about things that in- 
terest themselves rather than others. Sales- 
men of ability only talk about things that 
interest others. 

“To get into the upper bracket of sales- 
men, it is necessary to read at least two 
hours a day. A wealth of information is a 
salesman’s best weapon. Properly armed 
with information a salesman knows what 
it is all about, is never put on the defense, 
is ready at all times to fire both barrels, the 
knockout punch to close the deal. 

“The Ten Commandments for 
salesman are: 


"For Those Interested in Sell- 
ing'’ Tells Best Methods 


MeMPHIs March 17.—William 
Whitman, manager flooring depart- 
ment, DeSoto Hardwood Flooring Co., this 
city, recently sent out a very interesting, 
printed letter headed, “For Those Interested 
in Selling.” The message follows: 

“A salesman is an individual who can sit 
in a hotel room or at home, draw a mental 
picture of those he calls on, deriving more 
pleasure than can be had by the material 
things of life. 

“You have often heard that salesmen are 
born, not made. This is a fallacy, for to 
become a salesman only two qualities are ?. 
necessary; an ability to express yourself, a 2. 
liking to be with people rather than alone. 
The public generally is of an opinion that 
salesmanship is a matter of front and talk, 
one has to be more or less of a vaudeville 
performer with a bag of tricks or a supply 
of jokes. This form. of 


TENN,, 
sales 


a good 


Get started early in the morning. 
Know your competitor’s product as 
well as your own. 

Be courteous. 

Use well chosen words. 

. Be loyal. 

3. Read two hours a day. 


salesmanship is 7. Take a daily inventory of yourself. 


St de DO 








MB ap. ey 


ete 


Three logs—respectively 36 feet long and 36 inches in diameter, 48 feet long and 
24 inches in diameter, and 40 feet long and 20 inches in diameter, and totaling 
3,344 feet—are being moved at one time by this International TD-14 Diesel Trac- 
TracTor equipped with Bucyrus-Erie angle bullgrader, Carco Junior arch, and Carco 
winch. Tractor, owned by Evergreen Timber Corp., Portland, Ore., of which A. K. 
Wilson is president, was being operated in a big tract 16 miles east of Molala, by 
Eston Stewart, foreman of the tractor side. Larch (Noble fir), Douglas fir, and 
Western Hemlock logs were being yarded to loading place and then hauled 35 
miles away to Canby and Silverton, a fleet of sixteen trucks being utilized to do the 
hauling. Average distance moved was |,500 feet, and some 60,000 feet was moved 
on an average per 8-hour day. Fuel consumption was 2 gallons per hour 
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Lindsey 8-Wheel 
Tractor Wagons are 
ideal for tractor log- 
ging. They are used 
singly or in trains. 


LINDSEY 
8-Wheel 
Log Wagons 


continue to do the 
job cheaper and bet- 
ter for the practical 
logger. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 


Laurel, - Miss. 


_ Self-Loading 
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snaking and 
bunching use our 


Skid- 
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cut of the mill. 


Write for catalog A. 





SPEE-D-TWIN 


STEAM FEED 


Costs little more than belt or 
friction type feeds, but makes 
a tremendous difference in the 





Investigate. 
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often indulged in and is a rank failure. Clear 
thinking demands clear speech for an out- 
let; by the use of well chosen words one is 
removed from the class of people often lis- 
tened to, but never heard. 

“Real salesmanship is the development of 
a need that already exists into a present 
want. It is nothing more than being aware 
of the present moment plus common sense. 
It is the understanding of human nature and 
getting there first. 

“The most essential quality in selling is 
a properly regulated voice—never speak so 
loud as to go over the prospect’s head, or 
so low it is necessary to strain to hear you. 
The art of conversation is one of experi- 
ence. It is more essential to know when 
to stop talking than any other quality nec- 


8. Retain your sense of humof. 

9. Don’t get “chesty” when business is 
good. 

10. Lead a decent life. 

“With all the commandments, with all the 
necessary qualities, hard work contributes 
largely to increased sales. More people rust 
out than wear out; therefore, one must get 
happiness out of his work or there is not 
much happiness. 

“The sales development of a particular 
territory is very easily analyzed. Know 
first what you are going to sell, then who 
you are going to sell, and how you are 
going to sell. You must know your prod- 
ucts, through credit agencies you can find 
out who you are going to sell, and experience 
will teach you how to sell.” 


STEAM FEED WORKS 
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“BLOW-RITE” 
SLOW SPEED FANS 


With Dodge-Timken Roller Bearings 
Built For the Man Who 
Is Tired Of Fan Trouble! 


JACKSONVILLE BLOW PIPE COMPANY 


P. O. Box 862 JACKSONVILLE, FLA. 














Change Your Saws to Simonds 


B, F, 3, or 214 


expense, and no saw trouble 


inserted tooth. Cut more lumber at less 


Saw returned 2nd day as 
SAVE on 2! 


a new one, at about '% the cost of new 


edger saws, also on solid and trimmer saw 


J. Ho MINER SAW MFG. CO., Meridian, Miss. 
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